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Baulay Mule 
$3.00 


NATIONALLY ADVERTISED IN 


an OQUUTE 


Every year brings a bigger consumer demand for Evans Slippers. 


This year color advertisements reaching millions will increase 
Clnbassader 


on the public preference. New customers will flock to the stores 


that display this famous line, for the Evans trade-mark is recog- 
nized everywhere as “a guide to the best in men’s slippers.” 


L. B. EVANS’ SON COMPANY, WAKEFIELD, MASS. 


? VANs . 
Since Veimeef 1841 


7 Fvans Slippers (iFE- 


GENUINE HAND TURNED 


$4.50 oe oer 
% 





ANDRITE CALE 
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A “hand-stitched” pump. 
Made over famous 
Red Cross Limit Last 


by 
The United States Shoe 


Corporation 
Cincinnati, Ohio 
Hubsehman’s Tandrite 
Calf, No. 924 
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E. Hubschman & Son, Iuc. 


PHILADELPHIA, PA. 
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‘CLASSIC’ SHOES will play an important part in the style picture in the 
months ahead. The tailored Loop Tie illustrated has a fineness of detailing 
in its classic lines which has made it popular with young college women. And 
being a Kali-sten-iks MADAM-ETTES it has the merit also of fine materials, 
fine quality and fine fitting. This combination yields that desirable factor 
of walking and class-room comfort. 


Thus for you or your scholarly customers, Kali-sten-iks MADAM-ETTES 
is a wisely selected course! And with due pride we say, leading stores and 
shoe departments find the line as a whole a valuable asset for winning and 
holding customers. 


THE GILBERT SHOE CO. @ THIENSVILLE, WISCONSIN 
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The right lubricants, the means for pro- 
perly applying them and wiping cloths for 
keeping machines clean, are fundamental 
tools for protective maintenance. 


Methods of carrying out machine main- 
tenance may vary, but the adequate equip- 
ping of an individual concerned with 
machine care, whether he be operator or 
full time maintenance man, is as essential 
today as bullets or field rations are to a 


CLEAN MACHINES AND GOOD 
LUBRICANTS WILL RESULT IN: 


@ Reduced wear and. breakage 
@ More continuous production 
@ Reduced power consumption 
@ Smooth running machines 

@ More and better work soldier. 


OIL IS AMMUNITION — USE IT WISELY — BUT USE IT! 


| BAG TAKE GOOD CARE OF WHAT YOU HAVE 


Lubricants properly used 
will help prolong the life of 
shoe machinery. In these 
critical times, conservation 
is vital. Make oil your 
Ammunition. 
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? Localized Taot Faclouws 





~shoe manupactuhers -imuucand afoot -the WarL pot 


United Last Factories — eight of 
them, were established in im- 
portant shoe centers to provide 
shoe manufacturers with quick 
service and the close communi- 
cation desirable throughout the 
exacting stages of model last- 
making and trial shoemaking. 
Today, in retail stores every- 
where, the shoes of many manu- 
facturers are making or main- 
taining a reputation for fine fit in 
all sizes and widths because they 
are made over United lasts. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 


4 


Millions of shoes on the active 
feet of young and old Ameri- 
cans—students, workers, house- 
wives, and Service men, fit bet- 
ter because of localized United 
Last service. 

The nation-wide organization 
which provides each United Last 
Factory with current style infor- 
mation and the latest technical 
improvements in last-making, 
also lends strong support to the 
craftsmen at work making “Fit 
Foremost Lasts.” 


FITZ BROS. CO., Avbern, Maine 

UNITED LAST CO., Brockton, Mass. 

T. W. GARDINER CO., LoWrence, Mass. 
STEWART & POTTER CO., Brooklyn, N. Y. 


Partofthe United Last Company's 
manufacturing facilities are en- 
gaged in war production, but 
each United Last Factory is still 
providing the complete last serv- 
ice which shoe manufacturers as- 
sociate with the name “United.” 
Shoe center location means that 
local transportation can be uti- 
lized for quicker deliveries. 
Conflict is avoided with ship- 
ments being made on main trans- 
portation arteries where essential 


war materials have first call. 
EMPIRE LAST WORKS, Rochester, N. ¥. 
KRENTLER BROS. CO., St. Lovis, Mo. 


KRENTLER BROS. CO., Milwaukee, Wis. 
UNITED LAST CO. LTD., Montreal, P. @. 
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of course were all 
busy helping Uncle Sam 











... but you owe it to yourself to 
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TO LIFE’S 3,000,000 READERS, FLORSHEIM, in 


the October 12 issue, brings this full-page selling 


message. In war and peace, it is our determination OCTOBER 1? | 947 
’ 


to keep alive the Florsheim name and leadership. 
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THE MANOR 

No. 6917—Semi-Bright Black 
Kid 5 Eyelet Stetson Tie (Or- 
thopedic Construction), Long 
Orthopedic Counter, Extend- 
ed Arch Rest Insole, Extra 
Eyelet for Fine Fitting, Heavy 
Outsole. 152 Last, 14/8 Broad 
Leather Heel. ARCH REST 
WELT. 

In Stock, AAA to 

4% toll 


THE MAXIE 

No. 7601 — Black Satin Mat 
Kid, Patent Trim, (An Out- 
standing Perfect Fitting Hi- 
Riding Slenderized Gypsy), 
5 Eyelet Tie, Extended Arch 
Rest Insole. Extra Eyelet for 
Fine Fitting. 97 Last, 15/8 
Patent Cuban Heel. ARCH 
REST WELT. 

In Stock, AAAAA to D, 

4% to ll 


Arch Rest and Foot Friend 
Shoes to retail at 
$7.95 and $8.95 


Dr. Hiss Shoes 
to retail at 


$8.95 and $10.95 
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THAT restricted man power can 
be overcome to a large extent 
through keen supervision and well 
thought out plans by the manage- 
ment is shown by a recent sales ex- 
perience in the May Co., Los An- 
geles, as engineered by shoe man- 
ager Paul Kirsh. 

The event was a recent Dollar 
Day when better than a $10,000 
shoe day was rolled up with 65 per 
cent less extra help than normal 
and a gain of 10 per cent more 
business. 








All this was.. possible through 
carefully laid plans — Commando 
style of operation—wherein each 
man had a special duty to perform. 
This departmental understanding 
of duties was built up through a 
series of short, inner-store meet- 
ings over a period of a week be- 
fore the sale. 

Shoe fitters had just one duty to 
perform — serve their patrons 
promptly and thoroughly. Supple- 
menting the salespeople was a spe- 
cial force of twenty trained check 
writers who were assigned to the 
salespersons—so shoe selling was 
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the “T-ade 


unimpeded. A group of six girl 
messengers carried packages to cus- 
tomers who had completed their 
purchases. 

Some forty man hours were 
saved during the noon luncheon 
through serving all shoe depart- 
ment employees with a free hot 
luncheon, cafeteria style, right in 
the stock rooms. 

This well organized effort re- 
sulted in a smooth operation, with 
no confusion and practically no 
walks. In complimenting Paul 
Kirsh on the successful handling of 
the crowds, store president, Tom 
May, said: “It only goes to show 
what can be done under difficult 
conditions.” 






OPFERENT 
Tee 





HENRY BRISTOL, before the Bos- 
ton Conference on Distribution, 
said: 

“It is only human that many per- 
sons balk at shortages, at rationing 
and at inevitable product changes. 
Sometimes, they are inclined to 
blame manufacturers, rather than 
the war, for these inconveniences. 
It is our duty to explain, in our 
advertising and through our deal- 


ers, why some products are scarce, 
why ingredients have been changed, 
why packaging is different and 
why most of our products are as 
serviceable as ever. 

“The public, I am convinced, will 
appreciate honest and sincere ef- 
forts to carry on under present 
difficult conditions, if the facts are 
told. We must not be surprised at 
popular resentment and criticism, 
if we do not take consumers into 
our confidence.” 











J. B. WALLACH, Business News 
Editor of The New York Sun, said: 

“While I do not believe we will 
follow the English pattern in de- 
tail, we will follow its general con- 
tour. Buying power will be mea- 
sured in ration coupons, not in 
earnings. 

“For a while, stores will add new 
lines or services to replace those 
lost to. them for the duration. But, 
quicker than some now may an- 
ticipate, merchandise replacements 
will cease to be available. Lowered 
income will become inevitable. 


“When these rather depressing 
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eventualities come to pass, and only 
then, retailers will adjust their bus- 
inesses accordingly. They still are 
trying to do business as usual, and 
they are succeeding because they 
were forehanded enough to lay in 
extensive inventories.” 


oe x * 


EDGAR A. GRUNWALD, Market- 
ing Editor of Business Week, says: 

“Those independent merchants 
who elect to weather out the storm 
will find themselves up against the 
following: 

“1. Decreased gross income be- 
cause, as already pointed out, vol- 
ume will decline while prices are 
fixed. 

“2. Higher operating costs, be- 
cause wages and some services are 
not subject to any ceilings. 

“3. Forcibly reduced profits per 
unit-sale. OPA has indicated that 
where price ‘squeezes’ are eased, old 
profit margins will not be restored. 
Part of the squeeze must be ab- 
sorbed by the retailer, which means 
he must give up some of his profits. 








“4. Added clerical burdens. The 
General Maximum Price Regula- 
tion compels the posting of certain 
prices, complete records on all ceil- 
ing-prices, and the maintenance of 
all current records. 

“5. Government prosecution for 
non-compliance with the General 
Maximum Price Regulation. OPA 
has bluntly stated that any mer- 
chant who, either through igno- 
rance or carelessness, violates 
March ceilings is operating a black 
market and is liable to prosecution. 

“6. Heavy loss in the event of 
business failure. Where would a 
merchant find a buyer for his store 
today if he elected to leave the retail 
business ? 

“That the control of inflation is 
necessary to proper conduct of the 
war everyone is agreed. Yet the 
independent merchant is in a poor 
position vis-a-vis the pegging of 
prices. While the severity of the 
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THERE'LL COME A DAY 








—Some folks seem to think it's un- 
patriotic to be considering “plans 
for peace" when the whole wide 
world is being engulfed in the 
flames of war... 

—But is it unpatriotic? 

—This war isn't going to last for- 
ever, and Peace is bound to come 
again—perhaps even sooner than 
most of us expect... 

—And when Peace does come, we'll 
find ourselves facing problems as 
relatively great as (if not greater 
than} those which have been 
forced upon us by war. 

—There's an old saying: "In times of 
Peace, prepare for War"—which 
might also read:""In times of War 
prepore for Peace.” 

—Our advice is: "Work in terms of 
Today, but Think in terms of To- 
morrow.” 


EUs yr” 


President 





The static condition of retail mer- 
chandise sales is striking evidence 
of that. Yet wage earners in 1942 
will receive $75,000,000,000, or 71 
per cent more than they received 
in 1939, and farmers will take in 
$15,000,000,000, or 75 per cent 
more than their 1939 income. 
“Reflecting the higher income of 
wage earners and farmers, money 
in circulation today also is at an 
all-time high. It amounts to $98.36 
for each person in the country, as 
compared with $75.02 a year ago.” 


* * + 


THE clock in the window—stops 
at the winner—a swell college stunt 
and not a lottery nor a game of 
chance for no money was passed in 
the posting of the names. It was 
truly a compliment to the college. 
Ilere was the idea that Lou Markus, 
women’s shoe buyer at Dalton’s, 
Baton Rouge, used last season and 
it’s timely now. 

Mr. Markus went to the univer- 
sity and obtained a complete list of 








burden will vary between different 
classes of stores, all will suffer 
hardships.” 


7 * & 


J. L. MORAN, Moran Shoe Co.. 
Carlyle, IIL: 

“Let us approach the new shoe produc- 
ton order with the knowledge that it 
represents months of careful and studied 
thought and that sacrifices in civilian 
production must be made to carry our 
forces to victory. Our Industry will 
cooperate to the letter of the Order and 
will continue to hold the esteem of the 
War Production Board for our coopera- 
tion.” 


. * * 
HARVEY E. RUNNER, Business 
News Editor of the New York Her- 
ald Tribune, said, at the Boston 
Conference on Distribution: 

“One of the truly amazing de- 
velopments of 1942 has been the 
attitude of the American workman 
toward his money: Wage earners, 
although enjoying the highest pay 
checks in history, are not rushing 
out to spend every cent they earn. 


girls graduating in June. The 300- 
odd names received were typed on 
gummed paper labels, and then ar- 
ranged around the circumference of 
a huge eight-day clock which the 
shoe department rented for the dis- 
play. This was placed atop a draped 
box in the window, with a sign in- 
forming passersby that Dalton’s 
shoe department would give a free 
pair of shoes to the girls at whose 
name the minute hand on the clock 
stopped after one winding. The rest 
of the window was trimmed with 
gay casuals, collegiate pennants, 
photos of the campus queens, etc., 
and kept illuminated until late at 
night. 

A penny post card went out im- 
mediately to each of the new gradu- 
ates whose names appeared on the 
clock, informing them of the novel 
promotion, and inviting them to 
come in and see new shoe styles 
suggested by the department. The 
clock stopped at the end of seven 
days and a few hours—but in the 
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heaviest college selling on the de- 
partment’s books. 
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TRUE design re-lives its usefulness. 
Those concerns that have had good 
taste and good design in the back- 
ground of their work, can now dip 
into that reservoir and find values 
therein for re-use under Order 
M-217. 

Design still has its place in dress 
... living design built around sim- 
ple lines that need a minimum of 
workmanship thereon. Wouldn’t it 
be strange if we had an era of good 
taste develop due to the restraints 
of regulations. Too many times we 
have taken a good design and done 
tricks with it just to make it dif- 
ferent. for another season. 

The New York Times had a 
forum of design recently, from 
which we cull four important opin- 
ions, from four designers important 
in the dress field. Here they are: 


* * aa 


MRS. VERA MAXWELL: “One 
reason fashion holds our interest is 
because of its element of surprise, 
which therefore makes it unpredicta- 
ble. However, I have very definite 
ideas about the future of clothes 
as an industry. I think they will 
be made on the Ford plan of mass 
production. Just as after the last 
war we did not look back with envy 
at the passing era of conspicuous 
consumption, we will not now glance 
back at the passing of another era 
of waste, but look forward to the 
production of beautiful clothes for 
the consumption of all peoples. This 
should not stifle style nor fashion. 
But it will do away with the real 
threat to fashion, the hit or miss 
plagiarizing by the small manufac- 
turers in the industry now. For the 
arch individuals there will always 
be the good tailor and small dress- 
makers to carry out her own fashion 


foibles.” 
* oa ee 

VALENTINA: “The opportunity 
which presented itself to the Amer- 
ican designer with the collapse of 
France has not yet been given 
enough time to produce definite 
results and to permit the original 
designers to establish themselves. 
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interim, Mr. Markus enjoyed the 








Our entry into the war has neces- 

sitated various restrictions, both in 

style and materials, and the design- 

ers’ ingenuity is being directed 

more toward the ways and means 

of adaptation than toward a free 
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artistic expression. Nevertheless, 
one event of great importance has 
happened; the inferiority complex 
which was so heavily overshadow- 
ing the American designer has now 
been entirely eliminated. I, as one 
of the pioneers of individual Amer- 
ican designing, will feel greatly 
gratified in watching the growth 
and development of American crea- 
tiveness, and my best wishes go out 
to. the many talented workers in this 
field.” 


CHARLES COOPER—~“I am not 
one who dates the birth of American 
fashion from Dunkerque. I believe 
there was a functioning fashion art, 
the live core of a great American 
industry, long before Paris dis- 
appeared. This understanding ‘be- 
tween American designers and 
American women makes for trends 
that are ‘right’ first and stylish 
afterward. We designers have 
learned two lessons from American 
women since wartime fashions were 
in order. One: Girls will be girls, 
more than ever in wartime. The 
sudden death of the slacks fad and 
the demand for feminine softness 
taught us that. Two: Women look 
on war restrictions with excitement 
and enthusiasm, not distress. We 
thought we would have to coax them 
to like slim lines, shorter skirts, 
trimming reduced to a minimum, 
banished zippers. They met us more 
than halfway.” 


























“They never touched the cash drawer. They just bound and gagged the owner and 
removed his rubber heels." 
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LONG-SUFFERING white collar workers received what 
at first glance looked like a real break from the New 
Deal Administration when salaries under $5,000 per 
year were excluded from the President’s order freezing 
) wages. rents and farm prices. But even a cursory sur- 


7 yey of the impending tax bill, with its drastic boost in 


)normal and surtax rates, especially in the middle 
“brackets, will put a damper on any undue rejoicing 
among the “po white trash.” And now Secretary Mor- 
genthau wants six billions more. The only American 

' who can really figure a raise for himself under the 
present set-up is your Uncle Sam. 

The term salaries in this connection, as distinguished 
from wage rates, which are frozen, “means remunera- 
tion for personal services regularly paid on a weekly, 


monthly or annual basis.” 
- * 


EDGAR E. RAND, JR., has been appointed head of 
OPA’s reorganized Textiles, Leather and Apparel Di- 
vision. Mr. Rand formerly was a director of the Inter- 
national Shoe Company. He has been associated with 
OPA since the early part of the present year. 

In place of the three previous sections which dealt 
separately with textiles, leather and apparel and numer- 
ous units under these sections, the new set-up consists 
of eight specialized price sections. 

+ . * 


IN connection with the rationing of occupational rub- 
ber footwear, Price Administrator Leon Henderson has 
asked the cooperation of retailers in helping to prevent 
a customers’ run on non-rationed, ordinary types of 
rubber footwear. In a letter to dealers he put the mat- 
ter in this way: : 

“Most types of waterproof footwear are NOT rationed 
«. «but they are made of rubber and rubber is scarce. It’s 
up to the merchants,-the manufacturers, and the govern- 
ment, all of us, to do @¥erything we can to see that no 
one suffers from actual need of any type of waterproof 
footwear. 

“As a merchant and an important factor in the lifeof 
your community you can do much to inform people that 
the rubber footwear they own is valuable, and that it 
should be made to last . . . kept clean, and stored in a 
cool, dry place. 

“You know your -eustomers. You understand their 
needs. If you discourage all unnecessary purchases, and 
always sell the lightest type that-will give adequate "pro- 
<< ae 

FITTING SHOES IN THE FIELD 


The Quartermaster Corps of Lieutenant General Walter 
"s Third Army on maneuvers in Lowisiand are pre- 





> to meet any demand made upon them. Corporal 


4 P. Rafferty, C . P « right, is fitted to 
* pair of shoes by Lieutenant George H. Kroehl, left, Has- 
Brouck, N. J., while Sergeant Lioyd B. Carison, Amerieva, 





: 4 is, looks on. 
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tection . . . if you eliminzte rubber footwear promotions 

. if you make your precious stock of rubber footwear go 
as far as possible, and place your emphsis on care and 
repair . . . there may be enough non-rationed rubber foot- 
wear to fill all urgent needs. 

“I fully realize that such action will not mean ‘plus’ 
business for you today, but it will be a patriotic service to 
your community and to your country. It will help prevent 
the hoarding of footwear that is vitally needed to protect 
health and safety in nearly every section of the nation.” 


L. E. Langston, executive, vice-president of the Na- 
tional Shoe Retailers’ Association, in discussing this 
matter, said last week: 

“I believe that this is a matter for continued vigilance 
on the part of all footwear retailers. Obviously, any 
advertising or other promotion of rubber footwear is 
very likely to place the participating dealer in an awk- 
ward position, both in the trade and in the eyes of the 
public, which is in general well aware of the seriousness 
of the rubber supply situation.” 


- ” * 


MoRE specifically, the Office of Price Administration 
is asking retail shoe merchants not to promote or adver- 
tise non-rationed types of rubber footwear this Fall and 
Winter, and not to feature rubber footwear displays 
in their windows. It is also suggested that retailers 
impress upon their salespeople the undesirability of 
encouraging or promoting extra pair sales; in fact, they 
should try to discourage such sales as much as possible. 

The rationing of heavy types of rubber footwear is 
based on the fact that they fit into the essential needs of 
war -work, require a high percentage of crude_rubber 

ry pounds of rubber per pair. The ordinary 

, not been rationed because they can be miade 

gh percentage of reclaimed, and they do not 

require so much rubber per person. Furthermore, they 

are necessary for the protection of the health of the 

public. On these types, the public is expected to do 

its own rationing, and with reasonable co-operation on 

the part of the retailer and the public it is expected that 
no further steps will be necessary. 

Ration certificates on laced pacs will not be issued 
for hunting purposes or for farm use. Local rationing 
boards will have wide discretionary powers in deter- 
mining the purposes for which they may be used. 
Rationing certificates will not be issued for top boots 
for recreational use or fishing or for general farming, 
but these boots will be available for irrigational farming. 

Retailer¢:are advised to consult their local rationing 
boards for guidance as to the types of rubber footwear 
for which ration certificates will be issued in their own 
comuminities. This will enable them to arrange for 
orderly disposition of the stocks which cannot be sold in 
any particular area. 





Right—-A_ view of 
the _ Juvenile Shoe 
Section at Hess 
Brothers, showing 
the alcoves which 
make each nook a 
separate section. 


YOUTH RULES... 
In This Modern Shoe Department 


Above—Polishes, shoe clean- 
ers, findings are attractively 
displayed in the case in this 
section, encouraging care of 
their shoes by the litte folks. 


Right——A fitting machine and 
posters and signs emphasizing 
the importance of correct fit 
in children’s shoes begins edu- 
cation of this sort at the fitting 
stool where it does most good. 








THE wish for a complete children’s shoe store in Hess 
Brothers Department Store, Allentown, Pa., is now a 
proud reality. Located on the third floor, now almost 
entirely a children’s floor, this recently opened chil- 
dren’s shoe store is centrally and conveniently situated. 
Here Youth rules! Here an atmosphere of friendliness 
serves as a welcoming hostess. Here Beauty is Queen. 
Here Foot-Health is King. Here experience and a 
knowledge of growing feet insures foot happiness for 
youth from the very first step. 

Realizing that specialization is a vital factor in every 
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Foot Health Is King and Beauty Is Queen in This Attrac- 
tive New Juvenile Shoe Section Opened Early This 
Summer at Hess Brothers Department Store, Alien- 


town, Pa. Centrally Located in the Third Floor Chil- 


dren's Department, It Is One That the Young Folk of 


Allentown and Vicinity Can Justly Call “Their Own" 





Right—-High chairs for the 
little customers make them 
feel at home, and blocks 
and other amusements keep 
them happy while sales- 
people are fitting them. 


phase of everyday living, child psychology—even in 
their early acquired shopping habits, finds great need for 
it. To serve youth best is to study and understand youth 
completely—first as an individual and then collectively 
as a social being. Modern young people, allowed to 
think for themselves at an early age have not only 
acquired snap judgment, but make almost uncompro- 
mising decisions in regard to what they wish to buy and 


where they wish to buy it. They want things that are 
“sharp,” as they say, and they are loath to believe that 
they can find them in a department that carries styles 
for older folks. 


chummy—practically 


They want an atmosphere that is 
club-like. They 
their individual tastes unhampered by too many sug- 
gestions that tend to dim their youthful ardor. They 
[TURN TO PAGE 26, PLEASE] 


want to have 


Left—Another fitting nook, 

attractively decorated with 

contrasting upholstery. The 

curved settee is both striking 
and comfortable. 






























The Editor’s 


Outlook | 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


A Claim for Reelaim 


STEADY all! Keep your feet on the ground! This is 
no time to get business hysteria. This great American 
public is going to get shoes to wear. Make no mistake 
about that! 

Sometimes we fail to realize that at all of these trade 
meetings, there is always an invisible audience of far 
greater importance than the trade audience. For the 
PUBLIC is the third party and the biggest partner in 
the shoe business. The three partners re—the Manu- 
facturer, the Distributor and the Ultimate Buyer. 

Great changes in footwear have already taken place, 
even prior to M-217. The children who have had the 
benefit of wearing rubber soles with their greater wear- 
ing power have had to turn to something else. That 
change was terrific. 

Imagine a day and age when leather is now a substi- 
tute for rubber. A complete reversal of form. Sure, if 
there is plenty of good leather and the price is low, 
there is no great harm done, but when you look at these 
flimsy soled, cheap over-the-counter shoes, you wonder 
whether the children are getting a square deal. Thin 
leather soles don’t give the needed utility character to 
children’s footwear. In the main, children whose par- 
ents have to watch their nickels, dimes and pennies 
have to depend upon shoes at a price. When these 
children had shoes with soles of rubber or*reclaimed 
rubber there was strength and wear and toughness— 
the very basic needs of millions of kids. 

It all adds up to this. Somebody, sometime, should 
put up a fight for the proper slice of reclaimed rubber 
to be put into children’s utility footwear. Now is an 
excellent time for stating the children’s case before the 
Rubber Coordinator of WPB. 

We've had a chance to meet William M. Jeffers and 
have found in him a man with the common “ouch. 
He started railroading at the age of fourteen and walked 
up the line until he was president of the Union Pacific 
Railroad. As he said at the editors’ meeting in Wash- 


ington: “I am not a rubber man—which might in 4 ; 
* . its-chikren’s footwear and we fail to realize that mil- 


my favor or otherwise.” Well, there is no question‘ 

what everything is being thrown at him and he appeats 
to be strong enough to let it bounce’ off, if it isn’t eséen- 
tial. 
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We found out that all the rubber talk seemed to be 
on tires and recaps and the wee small voice of the foot- 
wear industry was never heard. That may or may not 
be true. Mr. Jeffers knows from railroading that men 
who work the rails have to have rubber soled footwear 
and that men and women in many work jobs can use 
no other, if they are to be fit for the job and fit for 
health. 

But our plea is, naturally, for the small total of loco- 
motion rubber for men, women and children on foot:— 
rubber for the shoe factory to be limited to utility foot- 
wear and rubber for the repair stores to prolong the 
life of footwear. As poundage goes, the pieces of rub- 
ber needed by the shoe industry are not so great. Cer- 
tainly, it’s a far more important item in footwear than 
it is in new tires and recaps on pleasure cars by the 
millions. Millions yell for tires—not one voice for 
rubber footwear. 

So, Mr. Jeffers, when you are finding your way 
around in that flexible rubber world, give a thought to 
foot rubber and the important part it plays in keeping 
human beings fit for work and fit for stormy weather. 

What we want to do now is to indicate to the Rubber 
Coordinator that rubber soles on children’s footwear, 
for mid-Winter and next Spring, are of greater vital 
importance than tires and recaps for pleasure cars in- 
discriminately. When there is less heat in homes (and 
the official mandate is 65 degrees), you know that 
children who play and walk on the floor suffer the most. 
What’s 65 degrees for an adult may be 50 degrees or 
less for the child—if you get what we mean. 

The health of children is of vital importance to this 
nation. What’s more, there are more of them. The 
increased birth rate and the tremendous increase in 
total popylation under five years of age is a matter of 
record.? Most of us blithely talk about a small section 
of the;public that has the money to pay any price for 


lions of plain people have had less shoe money to spend 
because they are not in war work or beneficiaries 
thereof. 
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Mr. William F. Mott of a 
Dewey and Almy Chemical Company Start 
Cambridge B, Massachusetts 
celle 
Dear Bill: base 
Many thanks for your letter. It seems maki 
to me the reason for the public acceptance of Joyce Bo 
Shoes is obvious--modern, streamlined design that he : 
appeals, backed by sound shoemaking details that me | 
give the feeling of comfort and relaxation an active, well- 
war-time public wants. I've always said if you build turer 
character in your shoes, the public will buy again ~ 
and again. train: 
‘~ iple: 
You know shoemaking and you appreciate that ops 
character starts with a good foundation on which to Duri 
build the shoe. Our special construction demands a whil 
flexible yet firm insole that will provide cushioning 1 
comfort and give long wear. Your Darex Insoles do work 
this for us and do it well. I like the special strip tory : 
you have built for us. bd radi 
eyce ‘i 
When you're leading the field, you realize the C 
how much harder it is to stay on top than to rise to deter 
the top. I can't afford to pass up a single detail 
that affects looks, fit, comfort, style, or sturdiness. shoe 
That's why I use Darex Insoles. They've got what I ' For 
need. . 
with 
Yours sircerely, ing { 
manu 
Ah dpttliruar sack 
fe MacG 
Daytc 
Just as Joyce Shoes pa 
have developed a new era hi. 
° ° ene 1 
Merbridge Building - - - - - -- - 34th and Broedway------+-+-++ = New York City in styling and utility, SO too ° f 
Joyce (California) Inc. - - - - +-527 West Mound Street-- +--+ +++ - Columbus, Ohic have Dewey and Almy ush- K chic 
London, England - +--+ +++ +s Sydney, Australia - --- + - Auckland, New Zealand x . 
ered in a new kind of shoe- Shoe | 
making material, the Darex wa ( 
Insole, that lends cushion- . ere 
Se . oa. spe ro 
ing comfort and flexibility R Ki 
No. 15 in a series of Darex ad- , , ; 
mee to the shoe itself. Thank you, Mr. Starner, for footw 
vertisements dedicated to introduc- . ; build in ch 
ing the Men Who Build to the Men your confirmation of the properties we but cas 
Who Sell. into Darex Insoles. manage 
ing Ss 
DEWEY anv ALMY CHEMICAL COMPANY origin 
Cambridge Chicago Montreal ber fo 





+*darex insoles 














*Reg. U. S. Pat. Off. 
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second- 
generation 


shoemaker 








“Build character in your 
product” is the sound motto 
of able, energetic Foster 
Starner, and upon that ex- 
cellent philosophy he has 
based his career in shoe- 
making. 

Born in Columbus, Ohio, 
the son of O. H. Starner, 
well-known shoe manufac- 
turer, Foster Starner was 
trained early in the prin- 
ciples of fine ansenhing 
During three summers 
while still in school, he 
worked in his father’s fac- 
tory and immediately after 
graduating in 1921 entered 
the Carlisle Shoe Company, 
determined to make the 
shoe business his life work. 

For 12 years he worked 
with his father, master- 
ing the details of shoe 
manufacture, studying last 
designing with Crawford, 
MacGregor, and Canby in 
Dayton, and pattern and shoe design with the top ex- 




























I. FOSTER STARNER Factory Manager Joyce, Inc. 


shoes, not like sneakers. Capitalizing on this idea, 


Shoes rts in the field. In the last five years of this period he set a pattern that other makers soon found it pro- 
ane € was superintendent, overseeing the production fitable to follow. Many new methods and patents 
anil of high-priced, high-grade women’s shoes, supply- were developed during this eight-year period. 

, ing such famous brand names as Cantilever, Dr. When the style leadership of Joyce, Inc., forced 
y ush- Kahler, and Physical Culture. When the Carlisle the need of volume production, Starner was the man 
shoe- Shoe Company became associated with I. Miller & for the job, and in September, 1941, he became fac- 
Darex Sons Co., Starner was made vice president in charge tory manager in charge of both the Columbus and 
ates, of manufacturing. Pasadena factories. 

bili From the Carlisle Shoe Company he went to G. Always interested in developing new methods 
pany R. Kinney for a time and later to the Hood Rubber and ideas in shoes, Foster Starner has held firm to 
r, for footwear division of B. F. Goodrich, where he was certain basic principles. ‘No matter how beautiful 
build in charge of the styling, designing, and develop- a shoe looks,” he says, “it will not sell if it does not 


ANY 


yntreal 





ment of new and 7 footwear. There, bring- 
ing shoemaking ideas to a rubber company, he 
originated the sound practice of ‘“‘shoemaking” rub- 
t footwear, treating playshoes and sandals like 


fit.” And his fundamental belief in quality is express- 
ed in his motto “ Build character in your product,” 
an axiom that well qualifies him as a leader among 
the Men Who Know Shoemaking Best. 








MEN WHO KNOW SHOEMAKING BEST. 
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by ELEANOR RUTLEDGE 


The socks wurn by this smart 
college girl are 100% spun 
nylon. Short-socks, knit to fit 
without seams, and designed for 
skiing, skating and sports of all 
sorts. They feel like angora and 
do not shrink or shed. Good for 
all ages on cold Winter days. 
Fashioned by Burson. 


WITH cold days only a matter of weeks away, you will 
do well to play up the idea of keeping feet warm and 
dry with good, sturdy shoes and warm hose. For the 
story on shoes, see the Sept. 12 ReEcorpeER article, 
“Enlist Sturdy Warm Shoes in the Nation’s Defense.” 
Wearing warm, sturdy shoes, as we pointed out in this 
article, will save rubber footwear for really bad days. 
Too often, in other years, women have worn thin, light 
sole shoes on the street and protected their feet from 
cold, damp pavements by putting on galoshes or over- 
shoes over them. By wearing heavier, sturdier shoes, 
women can conserve their precious rubber footwear for 
really bad rain and snow storms. Even more practical 
for really cold days is a warm sock under the sturdy 
shoe. Then the sock can be taken off in the house where 
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it is not needed—or kept on if the house is not too well 
heated—just as a rubber overshoe is removed indoors. 
The sock has a further advantage because it protects 
the stocking from much unnecessary rub and wear. 

Warm socks are being made in a variety of yarns— 
wool, spun rayon and nylon and aralac, the wonderful 
milk product—and combinations of two or even three 
of these yarns. Don’t forget, too, that cotton has con- 
siderable warmth, even used by itself. 


Sell Clothes for Underheated Houses 


The problem of keeping warm this Winter is coming 
nearer home with each week that passes. Stores can do 
a patriotic, as well as a selling job, by suggesting ways 
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of licking this problem. Warmer clothing is the obvious 
solution. Take warm socks, for instance, like the ones 
illustrated here in spun nylon. They can be promoted 
for indoor, as well as outdoor, wear. A lighter weight— 
perhaps a pure cotton or a cotton mixture—will be pre- 
ferréd by many women to wool, spun rayon or nylon 
or aralac. But socks of some sort should be definitely 
promoted for keeping warm indoors this Winter. 

The warmer kinds of house slippers will also be wel- 
come. If warm linings—shearling or wool—are becom- 
ing difficult to find, how about selling a sock expressly 
intended to wear under a house slipper? Pretty, dainty 
socks in pastel colors and white will be attractive items 
to sell with these slippers. And remember that it is 
even more important to keep children’s feet warm these 
days. A child who ran around barefoot in a well-heated 
house will have to be more carefully watched this 
Winter to see that he puts his slippers on. 

Another hosiery promotion can be of the heavy cotton 
or rayon stocking for the woman who is doing her own 
housework new. Heavy hose will be especially practical 
for indoor wear this Winter because their use in the 
house will conserve the more dressed-up sheerer stock- 
ing for street and dress-up wear and because they will 
be warmer in the colder house. 

And, by the way, don’t forget to play up the idea of 
warmer hose for outdoor wear by women who no longer 
will be driving their own well-heated cars, but will be 
walking, bicycling or standing waiting for buses and 
trains as they have never done before. 


New Stretchable Backing 


Maybe women will not have to forego their easy-on, 
easy-off elasticized shoes after all. Experiments being 
made to lick the problem of frozen rubber are already 
resulting in some promising discoveries. One of these 
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comes from Bristol Fabrics Co. of Boston and is called 
Lustreflex. The product of a year’s research and de- 
velopment, it is, according to its makers, proving satis- 
factory in every way. It stretches and recovers perfectly, 
they say, for shoe construction and can be applied to 
any upper material, leather or fabric by the same meth- 
od as with rubber yarn materials. Available in all 
popular lining colors, it is already in use among a 
select group of nationally-known manufacturers. The 
production of Lustreflex is, at present, limited due to 
certain current manufacturing conditions. 


Have You Thought of This? 


Shorter—short, we should say—evening skirts are 
strongly in the current seasons’ fashion trend. They 
answer the need for a practical skirt for restaurant din- 
ing and semi-formal evening events—something prettier 
and more feminine than a late afternoon dress and there- 
fore more desirable for furlough dates—something that 
can walk or hop a bus without trips or rips. If the 
short evening skirt has a practical use, then the shoe 
worn with it should be equally functional and also 
equally pretty and charming. Dark colors—not easily 
picking up street dirt—and low heels are two practical 
style ideas for these shoes. It looks as though the M-217 
colors for next Spring, especially Bluejacket and Town 
Brown, also black, would be just the colors needed for 
this type of evening shoe. As to low heels, they are 
already seen on plenty of dressy shoes. Perhaps this 
trend will grow as women realize that high heels, not 
full-breasted, can crack and cause a bad fall. We do 
not mean to be alarmists but read what Mr. Spring 
said about stumbling and breaking a toe on these heels 
above 20/8. We suggested the danger point to be any 
height above 18/8. (See Recorper for Sept. 26, 
page 24.) 


1943 in spirit is this smart step- 

in with its thrifty use of leather 

for trimming and its stretchable 

Lustreflex backing by Bristol 
Fabrics Co. 
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This simple background conveys to the customer the need for being 
suitably shod in the varied activities brought about by the war. 
Shown here are “duty” shoes and pretty shoes for gay moments. 


“FILL IN” coal is being delivered as this article is 
written. Months ago the Winter supply was delivered; 
since then the “forward pile” has been replenished as 
often as used, as a protection against cold weather 
shortage. There’s an analogy between this “prepared- 
ness” and your Fall promotion program, which should 
be definitely planned, not only to make immediate sales, 
but to protect your backlog of customer confidence and 
good will that you have built and maintained during 
the past years. 


a good memory will serve 





You need not be an oracle 
to tell you of the importance of avoiding customer sus- 
picion, the cause of so many difficulties after the last 
war. In case your memory doesn’t reach back that far: 
many firms found themselves in trouble because of real 
or fancied grievances accumulated by customers, who 
took the first opportunity to “get even.” To avoid a 
recurrence of that condition, care must be taken to keep 
customers informed, without hysteria, of changes and 
developments that affect them in their footwear buying. 
Practically every person is inclined to be sympathetic 
and cooperative when he (or she) understands an un- 
avoidable situation, but we've already seen, in this war, 
what resentment can be aroused when the people are 
not frankly and honestly informed. 

The first step is easy—painless. Simplification of 
pattern gives something new to talk about—how shoe 
efficiency and beauty are secured through this volun- 
tary saving of leather—how stitching and perforations 
carry out the favored tips without the extra leather— 
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how the moccasin toe is varied in both tailored and 
dressy types to give style newness—the new things in 
ties. This is all style news—but not to be presented in 
careless or casual fashion. Advertising and displays 
should point out both the newness and the ingenuity of 
such patterns, accustoming people to the fact that there 
are changes, that changes are taking place. By thus put- 
ting people in a receptive mood through “painless” 
changes, you are assured that they will accept more 
drastic developments if and when they come. All of 
which is definite protection for your “good will back- 
log,” for no matter how little you can be responsible for 
less likeable changes that may develop, you're the “cus- 
tomer contact” —the one that will be “on the spot” if 
an unthinking customer starts raving. 

On the other hand, you must “hew to the line” in 
every claim, statement and suggestion made in your 
promotions. The F.T.C. is on the watch. To most shoe 
stores that means little or no change in policies, but it 
does mean that you must be sure whereof you speak. 
idvertising Age, says, “For example, the constabulary 
of the advertising world will peer, at the request of the 
O.P.A., into advertisements which advise the public to 
‘buy now.’ Similar scrutiny will be accorded advertis- 
ing stating that certain materials are or will be scarce. 
or advertisements representing that the quality of new 
materials or products offered for sale is equivalent to 01 
better than the products formerly offered. Another 
classification slated for review is institutional advertis- 


[TURN TO PAGE 42, PLEASE] 
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HAVE A DOUBLE JOB... 








Use a window background of this type 

to show how your shoes blend with the 

popular Autumn colors. Shoes can be 
grouped on the suitable panels. 


And They Can Do It on a Smaller Budget 
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PREPARE YOUR CUSTOMERS FOR COMING CHANGES IN SHOE 
STYLING BY EMPHASIZING NOW HOW YOUR SHOES SAVE 
LEATHER AND CRITICAL MATERIALS. EXPLAIN TO YOUR TRADE 
THE PROBLEMS CREATED BY WARTIME CONDITIONS. BUILD 


INCREASED CONFIDENCE AND GOOD WILL FOR YOUR STORE. 


by R. E. ANDRUSS 


Window cards such as these 

tell a story at a glance, and 

serve to make dramatic the 

merchandise they describe. 

They are simple to prepare, 

but provide a wealth of interest 
in the shoes. 














Col. Bradley Dewey 
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COLONEL BRADLEY DEWEY, scientist and research- 
ist in synthetic rubber, and, with Charles Almy, 
founder of the Dewey & Almy Chemical Co., of Cam- 
bridge, Mass., has been named the key technical man 
in the administration of the nation’s critical rubber 
supply, it was announced last week in Washington. 
William M. Jeffers, National Rubber Administrator, has 
appointed Col. Dewey to be his Deputy Rubber Director. 
With the rubber situation really critical, time short, and 
the need urgent, the appointment has been praised in 
all quarters as bringing into the rubber administration 
a scientist and rubber expert who has had long experi- 
ence both with natural and synthetic rubber. Col. 
Dewey understands the problems, and his selection is 
one of sound value to the country. As the Boston Herald 
said in a recent editorial: 

“Dewey should make a perfect supplement to Jeffers 
in the rubber administration. The Cambridge research- 
ist is a competent industrialist, deeply imbued with the 
spirit of technical investigation and application. A 
graduate of both Harvard and Tech, Mr. Dewey came 
up the hard way. He began his career in mining, worked 
as a laborer in every department until he knew them 
well, and then went into his life work, research. Yet 
despite his test tubes and theories, he has never lost 
touch with the practical aspects on which any produc- 
tive research must be based. His new job, as key techni- 
cal man in the nation’s critical rubber problem, will 
probably be the toughest he has ever tackled. But if 
any man can solve it, he can. He has the ability, the 
experience, the vision, and the will.” 

Colonel Dewey, holder of the Distinguished Service 
Medal for his outstanding work as Chief of the Gas 
Defense Division of the Chemical Warfare Service dur- 
ing World War I, brings to this new position wide 
manufacturing and administrative experience, which 
will be a decided advantage in his work at Washington. 


HE entered Harvard in 1904, receiving his degree in 
1908. After Harvard, he worked in a Montana copper 
smelter for a year before entering Massachusetts Insti- 
tute of Technology where he majored in chemical engi- 
neering and then started work for the American Sheet 
and Tin Plate Company, a subsidiary of the United 
States Steel Corporation. The first year he spent as 
laborer in various departments of their mills, at the end 
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Named Aide to Rubber Czar 






of which time he was assigned to organize a research 
department, which developed rapidly under his guid- 
ance—the first Steel Corporation organization entirely 
devoted to research. 

Colonel Dewey continued as Director of Research for 
the American Sheet and Tin Plate Co. until April, 1917, 
when he was borrowed by the War Department to pioneer 
its first defense program against poisonous gases. Work 
for the next two years was a hectic jumble of research 
and manufacturing, plus overseas calls. Working with 
him at that time was Charles Almy, later his associate 
in the successful chemical company which bears their 
names. He left the Army as a colonel, and received the 
Distinguished Service Medal of which he says, “This 
was in reality but a recognition of the work of the 
whole Gas Defense Division of the Chemical Warfare 


Service.” 


IN 1919, after the war, with Charles Almy as partner, 
he organized the Dewey and Almy Chemical Company 
to produce chemical specialties founded upon modern 
research and manufactured in a well-laid out plant 
under conditions which would insure uniform quality. 
Under the direction of these two men, the company has 
grown from a small factory in Cambridge, Mass., to a 
world-wide organization, with branches in London, 
Melbourne, Montreal, Buenos Aires, and with three fac- 
tories in the United States—Cambridge, Chicago, and 
Oakland, Cal. Among its products are a group of im- 
portant items used in shoe manufacturing, and the 
names of these and the company are familiar to shoe 
men everywhere. 

While not in itself a rubber company, the Dewey 
and Almy Chemical Company has always used rubber 
as one of its most important raw materials, and its 
laboratories have specialized in research on rubber and 
rubber dispersions. The company, like its founders, has 
always been research-minded—even at the beginning, 
8 per cent of the sales dollar was spent for research. 
It was the second company in this country to use rubber 
latex on a commercial scale, and one of the first to sub- 
stitute man-made dispersions for the natural product. 
The company introduced latex into the shoe industry, 
and has always been one of the large suppliers to the 
shoe business. First came latex shoe cements; subse- 
quently latex as the impregnating agent for fiber-base 
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COLONEL BRADLEY DEWEY 


“A perfect supplement to William M. Jeffers in the 
rubber administration" 


insoles and outsoles, weltings and sock linings. A con- 
tinuous research program made possible the develop- 
ment of modern synthetics to replace rubber latex in 
many of these products when the rubber situation be- 
came critical. Long before Pearl Harbor, Colonel 
Dewey, realizing the danger to rubber supplies of a 
war in the Pacific, visited many of the leading rubber 
factories and laboratories of Europe, and then started 
intensive research on the possibilities of using syn- 
thetics to replace the natural rubber. In December, 1941, 
his company was granted priorities to erect with its own 
funds a plant for making Buna S rubber from Butadiene 
and Styrene, and this plant went into successful opera- 
tion in August, only eight months later. 


ATTACKING the problem of rubber replacements long 
before last December, the company was ready for rapid 
production of synthetic rubber, having developed a 
trained personnel of chemical engineers as well as the 
necessary formulations and manufacturing techniques. 
In the new factory, somewhere in New England, liquid 
Styrene is polymerized with gaseous Butadiene under 
pressure to form Buna S rubber. The material flows 
from the reactor kettles as a milky white fluid similar 
to the latex which exudes from the inner bark of the 
rubber tree. It takes seven years for a rubber tree to 
start producing; yet Dewey & Almy chemists and engi- 
neers have built a plant in eight months, each unit of 
which has the productive capacity of 375,000 rubber 
trees, 


Colonel Dewey has served as a consultant to the 
Chemical Warfare Service since his retirement in 1919, 
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Eminent Massachusetts Researchist, Now Deputy Rubber Di- 


rector, Has Had Long Years of Experience with Use of Latex 


in Industrial Products and More Recently Has Engaged, with 


Government Approval, in Manufacture of Artificial Rubber 























and more recently as a consultant to the Quartermaster 
Corps. He is a life member of the corporation of the 
Massachusetts Institute of Technology and a member 
of many scientific societies. 


F OLLOWING in their father’s footsteps are two sons, 
Bradley Dewey, Jr., and Davis Dewey, both holders of 
doctorates for advanced scientific study in chemistry. 
His elder daughter, Marguerite Dewey, is also a gradu- 
ate chemist, engaged in scientific research. A younger 
daughter, Ann, is still at school. The family resides at 
37 Fayerweather Street, Cambridge, and has a Sum- 
mer home in New Hampshire. 


















Volk Calls Shoe Fair Vital to Retailers 


Merchants Asked to Come to Meeting Prepared to Work— 
Operations under Conservation Order M-217 and 


Inventory Control Prime Topics 


DALLAS, TEXAS—“When the National 
Shoe Fair meets during the week of 
November 2, 3, 4, and 5 in Chicago, it 
will very likely mark a high spot in the 
service rendered to the shoe industry by 
the two sponsoring associations, the Na- 
tional Boot and Shoe Manufacturers 
Association and the National Shoe Re- 
tailers Association,” said Harold F. 
Volk, president of the National Shoe 
Retailers Association and head of the 
Volk Bros. Co. of Dallas, Texas. 

“Early in the year it was felt that 
the National Shoe Fair would gain im- 
portance under wartime necessity. Ad- 
vanced thought and planning was 
necessary in order to eliminate some of 
the legitimate peacetime criticism of 
the Shoe Fair. Elaborate entertaining, 
which adds -to cost and subtracts from 
work accomplished, is being frowned 
upon. Retailers are asked to come to 
this meeting prepared to work, taking 
all week if necessary to get their buying 
done. The result will be ‘National 
Shoe Market Week,’ November 2, 3, 4, 
and 5, the most important week of the 
year for the shoe industry. 


Value of Trade Meetings 


“There has been ample evidence re- 
cently of the value of industry meetings 
in aiding understanding of government 
regulations and making adjustments 
under the wartime orders. This meet- 
ing in November comes at about the 
right time to check up on operations 
under the conservation order M-217. By 
that time the retailers will also be ready 
for discussions on what may be ex- 
pected from the Inventory Control Pro- 
gram,” said Mr. Volk. 

“Retail stocks of shoes can not be 
satisfactorily purchased without access 
to manufacturers’ sample lines. The 
benefit to be derived by wholesaler and 
retailer alike in getting together for the 
‘National Shoe Market Week,’ held 
during the period of the National Shoe 
Fair, justifies the amount of transpor- 
tation required; such a gathering helps 
both to operate more efficiently in the 
war economy, especially since the ad- 
vent of gasoline rationing. 

“Record-breaking attendance at re- 
cent industry meetings is an index to 


what we may expect at ‘National Shoe. 


Market Week.’ Advance reservations 
verify these expectations. Retailers 
need this opportunity both to get infor- 
mation and to place their orders after 
seeing all their resources. The demon- 
strated need for this market week will 
serve to guide the National Shoe Re- 
tailers Association and the National 
Boot and Shoe Manufacturers’ Associa- 
tion in future service to the industry.” 
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MAROLD F. VOLK 


President, 
National Shoe Retailers Association 





Novel Store Window 


SAN FRANCISCO—The White House 
department store had a novel window 
display recently. The plate glass front 
was covered with dark paper leaving 
only a narrow horizontal panel in the 
center, with iron bars in front to create 
the illusion of looking upward from a 
basement window. Four dummy 
models, showing only shoes and lower 
limbs, were arranged as though walk- 
ing, while in the rear was a small 
shrubbery hedge and a variety of 
shoes. Criss-crossed on the paper 
border were numerous prints of the 
word “Walk,” and in the background 
was a large placard reading: “Walk for 
Victory, for Health, for Fun.” 


Interest in Rationed 


Rubber Footwear 


ROCHESTER, N. Y.— Newly rationed 
rubber boots and rubber work shoes 
threatened to take the spotlight away 
from other 
brief interval recently. While there 
was a passing ripple of interest in these 
and unrationed kinds of rubber foot- 
wear, there was no run on either, but 
the sale of shoes went marching along. 
Business continued good, as it has been 
here all Summer. But rationing of 
rubber boots and rubber work shoes 
was a live topic in country shoe stores, 
where sale of these items for farmers 
and other outdoor workers is an impor- 
tant part of the Winter business. 


kinds of footwear for a. 


Youth Rules 


[CONTINUED FROM PAGE 15] 


want someone to serve them who knows 
youth’s every whim—even to the very 
latest. They are pleased when someone 
understands their language—even down 
to their last-minute slang. 

Hess Brothers have opened just such 
a store in this new children’s shoe store 
where youth is not only understood, but 
properly guided. Here, the careful fit- 
ting of children’s feet for their daily 
pleasure is the daily pleasure of the 
entire staff. Here, shoe-buying in re- 
gard to the selection of makes, lasts 
and styles is done thoughtfully, sensi- 
bly, but through the eyes of youth. 
Here every child from Teeny-Tots to 
Hi-Schoolers, is treated as a respected 
individual. A separate cozy corner is 
awaiting the Teeny-Tot . .. the Junior 
Shopper . . . the Hi-Schooler or Grow- 
ing Girl as well as the woman who 
prefers styles which are expressive of 
her active, youthful feet. Scientific fit- 
ting devices are at the service of all. 
There are cushioned high-chairs for 
the little ones, larger and more roomy 
chairs for the older ones. There is 
an enlivening blend of color every- 
where in the furnishings as_ well 
as the thick-napped, velvety carpet. 
Fluorescent lighting lends a glow of 
restfulness, yet brilliance. A case of 
findings quickly supplies such needs as 
polishes and laces. The novel display 
cases and signs speak to youth in 
youth’s own inimitable way. A play 
table with toys is waiting to keep the 
little folks entertained so that every 
minute may pass more rapidly and 
pleasantly. 

A few steps awaly is a unique milk bar 
where the little folks can satisfy their 
thirst and refresh themselves, and the 
fun of it all is that they can perch on 
top of milk-can shaped stools while 
enjoying it. Also nearby is a play room 
where shopping parents can conveni- 
ently and safely leave their childven 
to play with toys and swings until they 
return. 

In other words, in planning this new 
children’s shoe department, Hess Bros. 
wanted every minute spent there in the 
selection of their footwear to loom 
always as a pleasant memory in the 
minds of their young customers so that 
they may the more eagerly anticipate 
each successive visit. 


Sees Benefits for 


Shoe Merchants 


RocHEsTER, N. Y.—Jesse L. Patton, 
chairman of the board of directors of 
the New York State Shoe Retailers 
Association, foresees benefits to come to 
shoe merchants next Spring because of 
shortages. “I think Spring will see 
many changes,” he says. “Factories 
will find it difficult to be prompt with 
deliveries. In one respect, this will do 
retailers much good as they will sell 
what they have, and we should al! clean 
up a lot of accumulations.” 
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~ Most types of waterproof footwear are NOT rationed . . . but they are 

wan made of rubber and rubber is scarce. It’s up to the merchants, the manu- 
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is as . . . a. . . . 

mh As a merchant and an important factor in the life of your community 

A. you can do much to inform people that the rubber footwear they own is 
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Contributed with an expression of con- 


fidence and in support of the aims and 


ideals expressed in these quotations. FIRST IN RUBBER 


FACTORY AT WATERTOWN, MASS. 
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IN NEWS AND SERVICE 





a CONSERVATION ORDER M-217 was released 
by War Production Board September 10. This order in detail 


came to the Recorder from our Washington office over our tele- 


type from 2 to 3 o'clock p.m. on September 9, and was in the 


trade's hands by first mail Sept. 10. This complete report 


reached the trade before any other report on the same subject. 


—War Production Board stipulated that this report should not be 
released to the trade before Thursday, September 10. Boot and 


Shoe Recorder always respects official requests such as this. Al- 


though we had full detailed report in our hands on Wednesday 


afternoon and received numerous telephone calls asking for ad- 


vance information, there was not one word of leakage from our 


office. 


| don't see how you and your group man- 
aged to do it! We all knew M-217 would 
be released some time soon but none of us 
expected to have it in the first mail the 
day after it was released by WPB. You 
have done an outstanding service to your 
subscribers and advertisers, and | imagine 
that somebody burned plenty of midnight 
oil. Congratulations! 

Henry M. Spelman, Jr. 


Dewey and Almy Chemical Company 


One more thank you! The W.P.B. Foot- 
wear Conservation Order issued by the Boot 
& Shoe Recorder was the first to reach our 
office. We are very grateful and want you 
to know that your efforts and those of your 
staff are appreciated. 

Francis Ryan 
Bates Shoe Company 


We want to’ compliment you on getting a 
copy of Order M2I7 into our hands so 
promptly. : 

This is the type of service all shoe manu- 
facturers should appreciate. 

R. J. Dempsey 
Weyenberg Shoe Mfg. Company 


You have, by your prompt reporting, in 
sending us through the mail this morning, a 
copy of the Footwear Conservation order, 
M217, brought the shoe industry out of a 
dense fog, pertaining to, what would hap- 
pen from now on out. 

You justly deserve the support of the en- 
tire industry, which the Boot and Shoe Re- 
corder has earned. 

M. K. Weil 


M. K. Weil Shoe Company 


You are to be congratulated on your 
speedy service in furnishing a copy of the 
footwear Conservation Order M-217. We 
received it here from you today and it was 
the first definite word which came to us. 


C. A. Sabine 
Teeple Shoe Company 


We acknowledge with many thanks the 
receipt of a copy of the complete text of 
Footwear Conservation Order, M-217. To 
receive this helpful data on the day it was 
issued by the War Production Board, is 
particularly appreciated in these uncertain 
times. 

The care and speed with which your pub- 
lication assembles and furnishes pertinent 
facts explains the reason why almost every- 
one in the trade looks to the Boot & Shoe 
Recorder #@r all shoe information. 

D. J. Hunn 
Hunn Shoe Co. 


Please accept our thanks for your cour- 
tesy and consideration in sending us a copy 
of the "extra" Special War Order Bulletin. 
Getting it so promptly has served us well. 

You deserve a compliment and we extend 


it to you. 
W. P. Cooney 
R. Neumann & Company 


Thank you very much for sending us the 
first copies of order M-217. | appreciate 
your thoughtfulness. 

Irving E. Grossmann 


|. Miller & Sons 


Thanks for sending us the copy of the 
Footwear Conservation Order M-217. This 
is just another evidence of the prompt and 
efficient Boot and Shoe Recorder service. 
It caused a lot of reading and work up 
here, but we were glad to get it as early 
as we did. 

P. D. Blain 


Endicott Johnson Corporation 


In identical letters to you and to Mr. 
Terhune, we write to thank you for that 
comprehensive statement regarding the new 
Conservation Regulations. Though we sub- 
scribe to various and sundry “services from 
all of which we will no doubt hear in good 
time, yours is the only communication in 
hand up to the hour of our writing, and it 
is being put to use you may be sure. 

Congratulations on the service rendered. 

Geo. H. Leach 
Geo. E. Keith Company 


Your "Special War Order Bulletin" is a 
scoop. Our Thursday morning papers had 
a brief article regarding the Footwear Con- 
servation Order M217, just enough to tease 
everyone. No more had we read this item 
in the regular daily paper than there ar- 
rived in the eight o'clock mail your com- 
plete release. 

H. W. Copeland 
Geo. E. Keith Company 


The multigraphed copies of the WP8 
order M-217, that you were good enough to 
send over Saturday morning, certainly were 
helpful, and | want to personally thank you 
for your courtesy. 

Bill Milius 
Milius Shoe Company 


This is the first opportunity | have had 
to extend my personal congratulations on 
the scoop in getting out the Shoe Conser- 
vation Order to your subscribers before 
anyone else in the industry did. 

Maxwell Field, Exec. Secy. 
New England Shoe And Leather Association 


| just must write and congratulate you 
and your staff on your initiative and fore- 
sight in sending out the first full copy of 
the new shoe regulations that any of us 
have seen. Needless to say every man in 
Brown Shoe Company who received it this 
morning immediately dropped everything 
else until he had finished the whole thing. 
A. GS. White, Advertising Manager 

Brown Shoe Company 


| want to compliment you and your or- 
ganization on the wonderful job done in 
reporting the footwear conservation order 
M217. 
J. A. Munroe, Treosurer 


E. T. Wright and Co. Inc. 
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TO THE INDUSTRY 





We thank you for your letter of Septem- 
ber 29th, and wish to advise that we have 
already received the twenty-five copies of 
the editorial covering order M-217. We will 
need another half dozen or so, and when 
these are available, will appreciate it if 
you would send them marked for the atten- 
tion of the writer. 

Thanking you for your prompt service, 
we cre, 

The Ohio Leather Company 
R. R. Simpsin 


We appreciate your sending us the pre- 
print of the suggested work sheet for spring 
shoe styles. We find this leaflet very help- 
ful and as one of your subscribers of many 
years standing, would be grateful if you 
could send us six more copies. 


Little Falls Felt Shoe Co. 
By F. M. Simpson 


We are in receipt of your letter of Sep- 
tember 25th in which you advise that you 


+ hope to mail fifty copies of your “Suggested 


Work Sheet for Spring Shoe Styles based 
on _— Order M-217", some time this 
wee 


We are not surprised to learn that you 
have received numerous requests for copies 
of this work sheet from the trade. Those 
licensees, whom | have contacted in New 
England recently, feel very favorable to- 
ward this important presentation of the 
ideas contained in the recent FOOTWEAR 
CONSERVATION ORDER M-217. 


Upon receipt of these reprints we will 
distribute them to our District Managers. 


W. J. Morton, Sales Manager 
Compo Shoe Machinery Corporation 


Please send us a dozen extra copies of 
the reprint of the M217 order as the copy 
you sent us. We would appreciate it very 
much. 

Carlisle Shoe Company 
M. M. Stollmack 


We congratulate you on the very effec- 
tive and helpful piece of work in present- 
ing the suggested work sheets based on 
WPB Order M-217, copy of which we have 
just received. 
Dixon-Bartlett Co. 
W. H. Norris 


Over 10,000 copies of Boot and Shoe Recorder's sug- 


gested Work Sheet were ordered by Shoe Manufactur- 


ers, Wholesalers, Tanners, Managers, Retailers, and 


others in the shoe, leather, and allied industries. 


This material was also featured in the September 26th 


Recorder. 


A valuable service —rendered to shoe men—by the 


Nation's leading Footwear Publication. 


Please send immediately 35 copies for 
salesmen your preprint work sheet for spring 
shoes based on WPB order. 

The Williams Mfg. Co. 
Holzeme 


Again our congratulations. The suggested 
work sheet that we have just received is an 
excellent idea. This bulletin, in our opinion, 
is a real honest-to-goodness service that 
you are rendering the shoe industry. 

Just as | told you when | met you at the 
show in New York, your promptness in get- 
ting out a copy of the conservation order 
was extremely valuable, and this new work 
sheet is a splendid supplement to the orig- 
inal notice you sent us. 

What our industry needs is more people 
like yourselves that are on their toes. 


D. Myers and Sons, Inc. 
Elkan L. Ries 


Would you be good enough to have sent 
to me 40 of the reprints of an editorial fea- 
ture to appear in the September 26 issue of 
the BOOT & SHOE RECORDER, dealing 
with W. P. B. order M-217? 

| received one copy this morning of sug- 
gested work sheet, and this certainly is an 
excellent service. 

Curtis-Stephens-Embry Co. 
T. H. Embry 


Would you be good enough to send us 
four or five additional copies of your very 
interesting reprint of M217 on boots and 
shoes? 

Johnston & Murphy 
C. Overman 


In this morning's mail, we received a 
folder containing information regarding new 
regulations in the shoe industry. We find 
this information very valuable, and we 
would appreciate it very much if you will 
send us about two dozen of these pam- 
phlets so that we can send them to our 
salesmen. 

Rogers Bros. Shoes, Inc. 
Julian W. Rogers 


We received a booklet this morning from 
your company outlining suggest work sheet 
for spring shoe styles based on WPB Order 
M-217. 

We would like to have you order 200 
copies of this so that we can send them out 
to our salesmen and bill us for the cost. 

I'd appreciate getting these as soon as 
you have them available. 

Peters Shoe Co. (Branch) 
A. L. Johnson, Advertising Manager 
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Sixth in a series of speed 
flash camera studies by 
ace photographer Gijon 
Mili, made exclusively 
for the United Shoe 
Machinery Corporation. 


Matched Pairs are seeing action wherever shoes built for service ® 
are being worn. Over 300 manufacturers, recognizing the wearer 
benefits made possible by Celastic box toes, are using this unique 
material— many of them in their entire production. 

Chief among the merits of Celastic is its performance as a medium 
for retaining the internal contour of the toe of the shoe — the lasted 
contour. Active toes in shoes made with Celastic will always be free 
from the discomfort of wrinkled, sagging linings because box toe, 
lining and doubler are permanently fused into a single unit. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS ‘ 
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THE fine, even surface of 
Black Doeskin adds drama to 
skeletonized straps, sandals and pumps. 
In dress hours, the slim fashion torso, with 
jyUDGE IT By short hemline, emphasizes the shoe. That is 
°, why women continue to prefer a fem- 
inine, flattering leather —Doeskin 
ITS USERS for their after-hours shoes. 
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cMlied Kt AG Zompany 


South Street, Boston Massachusetts 
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To Discuss War Problems at Meeting 





Annual Meeting of Tanners’ Council of America Scheduled 
for Waldorf-Astoria, New York, October 14 and 15. To 
Deal with Repercussions of War on Leather Industry 


New York—The program planned 
for the Annual Meeting of the Tanners’ 
Council at the Waldorf-Astoria on 
Oct. 14 and 15 reflects the tremendous 
number of problems confronting tan- 
ners with the development of a war 
economy. This meeting will lack sev- 
eral of the features that have marked 
Council gatherings in the past; it will 
be a working convention dealing with 
the repercussions of the war upon the 
leather industry. In planning the pro- 
gram, every effort has been made to 
insure discussion by the industry and 
by government representatives of sa- 
lient wartime questions. The meeting’s 
principal emphasis will be the clari- 
fication of any problems which may im- 
pede the maximum war effort of the 
tanning industry. 

The general sessions and luncheon 
meetings on both Oct. 14 and 15 will 
be open to members of allied trades. 
Attendance at the group meetings, how- 
ever, will be limited to tanners. Follow- 
ing is the program scheduled for the 
two days: 


WEDNESDAY, OCT. 14 


10:30a.m. Address: Chairman’s Ad- 
dress, Everett W. Pervere, Chair- 
man of the Board, Tanners’ Council 
of America. 

10:45a.m. Annual Report: Merrill A. 
Watson, Executive Vice-President, 
Tanners’ Council of America. 

11:00a.m. Round Table: Leather Sup- 
ply and Demand. Speaker, I. R. 
Glass, Economist, Tanners’ Council 
of America; Chairman, H. M. Mc- 

Adoo, President, The United States 


October 10, 1942 
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:30 P.M. Round Table: 


Leather Company. Commentators, 
Edward L. Drew, Statistician, 
Leather and Shoe Section, War Pro- 
duction Board and Julius G. Schnit- 
zer, Chief, Leather Staff, Bureau of 
Foreign and Domestic Commerce. 


:45a.M. Round Table: A Job for the 


Leather Industry. Speaker, Harold 
Connett, Chief, Leather & Shoe Sec- 
tion, Textile, Clothing and Leather 
Branch, War Production Board. 
Chairman, E. Carle Shotwell, Hel- 
burn Thompson Company. 


:30 p.m. Luncheon: The Outlook for 


Business During and After the War. 
Speaker, Dr. Marcus Nadler, Pro- 
fessor of Finance, New York Uni- 
versity Graduate School of Business 
Administration. 

The Outlook 
for Plant Concentration. Speaker, 
Henry A. Dinegar, Division of Ci- 
villian Supply, War Production 
Board; Chairman, H. H. Sawyer, 
President, Sawyer Tanning Com- 
pany. 


THURSDAY, OCT. 15 


9:00 A.M. Round Table: Price Controls. 


Speaker, Bernard F. Haley, Acting 
Director, Textiles, Leather Goods 
and Apparel Section, Office of Price 
Administration. Chairman, William 
C. Hunneman, Jr., President, Wil- 
liam Amer Company. 


:004.M. Round Table: Tanning Ma- 


terials and Muchinery. Speaker, 
A. F. Hayes, Chief, Tannery Oper- 
ations Unit, War Production Board. 
[TURN TO PAGE 34, PLEASE] 
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Shoe Man Commissioned 


Boston, Mass.— David J. Quigley, 
former sales manager of the Conrad 
Shoe Co. and son of D. Frank Quigley, 
one of the industry’s most popular shoe 





DAVID J. QUIGLEY 


executives, has been commissioned an 
ensign in the United States Navy on 
his graduation from the Procurement 
Division of Harvard University. 
Ensign Quigley has volunteered for 
service with the new C. B. Battalion 
and is now awaiting his assignment in 
the Pacific. Young Quigley, who gave 
promise of developing into an exceed- 
ingly capable shoe executive prior to 
his volunteering for service, is a grad- 
uate of Yale University, where he was 
on the Dean’s list during his four years 
at college. Upon graduation, he joined 
his father’s business and later travelled 
extensively with the Conrad line. 
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Float in Bond Drive Celebration Parade 








Lima, Ohio.—This community recently celebrated its "Pledge to the Nation" with 
a huge parade in which practically every representative industrial organization 
took part in observing the completion of a bond selling drive in which more than 
$200,000 worth of bonds was sold. Lima Cord Sole & Heel Company was repre- 
sented in the parade with the float shown above. The floral chain of three links 
indicated Capital, Labor and Morale, each reoresented by a Lima employee. 





Make Plans for 
MASRA Convention 


PHILADELPHIA, PA.—The preliminary 
meeting to consider the January 1943 
convention and show of the Middle At- 
lantic Shoe Retailers’ Association was 
held by the executive committee of that 
organization and members of the ex- 
hibit committee from other branches of 
the industry, at the Hotel Benjamin 
Franklin on October 4th. In the ab- 
sence of the president of the M.A.S.R.A. 
who has gone into service, the meeting 
was presided over by former president 
I. C. Smashey. The convention and 
show will be held January 10-11-12 at 
the Benjamin Franklin. 

It was moved that the association go 
on record as requesting the restoration 
of the authority of the Philadelphia 
office of the OPA and this city be made 
a regional headquarters for Pennsyl- 
vania and adjacent territory. This in 
view of the fact that the greater part 
of this authority has been transferred 
to the New York office, to the incon- 


venience and loss of the retail trade 
here. 

It was also ordered that the secretary 
communicate with all members through- 
out territory suggesting their coopera- 
tion with their local war bond and 
stamp groups to amplify the “war 
stamps for change” movement. 


In the secretary’s report on the 
progress already made on the show 
feature of the convention, it was stated 
that a considerable number of reserva- 
tions for display rooms have already 
been made. Although there have been 
general costs, display space and accom- 
panying costs will be no higher than 
those charged for the past three years. 


It was thought too early to discuss 
the exact details of the program for the 
business meetings of the convention, 
although in general terms these were 
considered and recommendations made. 
Final conclusions along these lines will 
be arrived at during the meeting of the 
committee in December, shortly before 
the convention date itself. 





To Discuss War 
Problems at Meeting 
[CONTINUED FROM PAGE 33] 


Chairman, Dr. Fred O’Flaherty, Di- 
rector, Tanners’ Council Research 
Laboratory. 

11:00 a.m. Round Table: What’s Ahead 
for Taxes. Speaker, Ellsworth Al- 
vord, Chairman, Tax Committee, 
United States Chamber of Com- 
merce; Chairman, Charles P. Vogel, 
President, Pfister and Vogel Tan- 
ning Company. 

LUNCHEON: Speaker to be announced. 
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and enlarged store. 





2:30 P.M. Round Table: Hide and Skin 
Allocation. Speaker, Lewis B. Jack- 
son, Consultant on Domestic Hides, 
War Production Board. Chairman, 
E. F. Keirnan, President, the Griess- 
Pfleger Tanning Company. 


Open Balcony Department 


EAvu CLAIRE, W1Is.—Miller’s, women’s 
ready-to-wear shop, has opened its new 
balcony shoe department. New fluo- 
rescent lighting and air-conditioning 
have been installed in the renovated 





N.S.T.A. Convention 
Scheduled 


Chicago—The National Shoe Travel. 
ers’ Association will hold its annua! con- 
vention just prior to the National Shoe 
Fair in Chicago, Norman N. Souther, act- 
ing secretary, announces. The meeting 
will be held Saturday, October 31, in the 
Colonial Room at the Morrison Hotei, 
The board of governors will meet at 
10 A.M. and the convention will be called 
to order at 1:30 P.M. 





U. S. Rubber Issues 
Football Booklet 


New YorkK — Keds Sports Depart- 
ment of United States Rubber Company 
has announced publication of a new 
football booklet for boys written by 
Frank Leahy, coach of the Fighting 
Irish. Pages of action photographs 
show step by step the body positions 
taken by players in the shoulder, pivot, 
standing and rolling block, the head 
and shoulder tackle, open field tackle 
and many stunts in, ball carrying. A 
special section on six-man football by 
Stephen Epler includes charts giving 
every player’s position in 15 winning 
plays. 

Copies of the booklet may be obtained 
from Keds Sports Department, United 
States Rubber Company, Rockefeller 
Center, New York City. This is the 
fourth in a series of sports bulletins 
issued under the direction of Frank 
Leahy. Others were Leahy’s 1941 foot- 
ball booklet covering fundamentals of 
passing and kicking, a baseball bulle- 
tin by Frankie Frisch, and one on out- 
door sports and games. 


Celebrate 10th Year 
Of Franchise 

CoLumMBus, O.—The Julian & Ko- 
kenge Co. is celebrating the tenth anni- 
versary of the franchise to manufacture 
Dr. Locke shoes. To celebrate, the 
Lockwedge Shoe Corp. invited a num- 
ber of retailers to Columbus on Oct. 1, 
to participate in the company’s semi- 
annual sales meeting with the execu- 
tives and sales representatives. A noon 
meeting was held at which H. D. Erk, 
advertising manager, and J. T. Aubrey, 
president, and J. J. Finley, vice-presi- 
dent of Aubrey, Moore & Wallace, Inc., 
Chicago, the firm’s advertising agency, 
discussed advertising plans. Program 
of newspaper advertising in over 200 
papers, together with the use of maga- 
zines and direct mail will be featured. 

In the evening a banquet was held, at 
which Herbert Lape, Jr., president of 
Julian & Kokenge Co., presided. Other 
speakers were H. N. Lape, Sr., chair- 
man of the board, and Howard B. Lape, 
vice-president of Julian & Kokenge Co. 
The new WPB conservation order re 
lating to shoe manufacturing was dis- 
cussed, together with the showing of 
new Spring lines. 
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Rice Urges Retailers to Join N.S.R.A. 





Divisional Merchandise Manager of Famous-Barr Co., St. 
Louis, Points Out Advantages of Membership 
to Shoe Merchants 


Marcus Rice, divisional merchandise 
manager Famous-Barr Co., St. Louis, 
has written the following letter to 
Everit B. Terhune, president of Boot 


AND SHOE RECORDER: 


“IT am prompted to write you with 
regard to a matter which I trust you 
will bring before the many readers of 
your excellent paper; namely, the ad- 
vantages to every retailer—large or 
small and whether he represents a 
chain, department store, or indepen- 
dent shoe store—of joining the Na- 
tional Shoe Retailer’s Association. 

“T have followed the progress of this 
organization ever since Mr. L. E. 
Langston became executive vice-presi- 
dent and the work that is being done 


: by this organization today is extremely 
“important to everyone selling shoes— 


particularly with the attempt of our 
industry to conform religiously to the 
Government’s all out war policy. 

“The prompt and accurate reports 
which have been transmitted to its 
membership by the NSRA covering 
such matters as maximum price regu- 
lations, possible inventory control and 
lastly the now classic M217 order, have 
proven of inestimable value to the 
members. 

“We have also been receiving ex- 
tremely valuable style information in 
the monthly bulletin in which all mat- 
ters of interest to retailers are in- 
cluded and, lastly, behind-the-scene- 
work done by representatives of the 
N.S.R.A. with the Government, this in 
behalf of all shoe retailers, merits the 
support of the industry as a whole. 

“I am sure that every member of 
the N.S.R.A. is getting his money’s 
worth today and believe that at least 
5000 additional members could be en- 





MARCUS RICE 


rolled, thus making the association even 
more representative of the industry and 
permitting the valuable data to be col- 
lected and distributed to an even 
greater number of retailers. 

“I hope that you will see fit to pub- 
lish this letter and add your own per- 
suasive thoughts in a plea to all re- 
tailers to enroll.” 

Headquarters of the National Shoe 
Retailers Association are at 274 Madi- 
son Avenue, New York City, and in- 
formation regarding membership may 
be had by addressing an inquiry to 
that address. Membership dues are 
nominal. 





Cuban Business Depends 
On Sugar 


HavaANA, CuBA—Cesar Fernandez & 

Cia., large leather and findings im- 
porters and wholesalers, sent a letter 
recently to their suppliers in the United 
States, explaining the importance of 
the sugar industry to Cuban business, 
and urging Americans to continue to 
import as much Cuban sugar as they 
can. 
_ “The Cuhan sugar industry is pass- 
ing through a period of serious trouble,” 
the letter reads. “To impress the Amer- 
lean people in the sense that the use 
of Sugar is unnecessary for the human 
diet entails the destruction in the long 
tun of our principal source of revenue 
and does away with the possibilities of 
economic expansion and broad business 
Intercourse between our two nations. 
We rather believe that you cannot re- 
main indifferent to this problem as it 
has been set. 





October 10, 1942 


“For obvious reasons, we hope that 
you will bend your effort, individually 
and collectively, towards an immediate 
and effective action, whose nature shall 
be left to your best judgment and whose 
objective will be to forestall further 
developments of the campaign at pres- 
ent under way against our sugar, the 
consequences of which will be detri- 
mental beyond prediction to the bene- 
ficial business relations maintained up 
to the present by the United States 
and Cuba.” 


“Minute Man” Flag 
For Ohio Leather Co. 


GIRARD, O.—Ohio Leather Co. has 
been chosen by the Treasury Depart- 
ment to receive a “Minute Man” flag 
for about 94 per cent employee-partici- 
pation in the voluntary payroll allot- 
ment plan of purchasing war bonds. 













NO CEILING 
ON YOUR EARNINGS 


Under the Health Spot Shoe 
Shop profit-sharing plan, your 
earning power is limited only 
by your ability. 


The profit-sharing feature 
makes it possible for you to 
cash in on your ability. Your 
income grows as you make the 
store’s volume grow. 


Men in Health Spot Shoe Shops 
all over the country are enjoy- 
ing the best jobs of their entire 
shoe-selling careers. For the 
first time, they are being fairly 
compensated for their efforts. 





Mr. D. E. McCutcheon 
Manager 


HEALTH SPOT SHOE SHOP 


610 Kansas Avenue 


Topeka, Kansas 


Well-earned success and a 
nice income are rewarding Mr. 
McCutcheon’s efforts as man- 
ager of the Topeka Health Spot 
Shoe Shop. 


MEN WANTED! 


There are many opportunities 
for men to operate Health Spot 
Shoe Shops. No investment is 
required, but you receive a 
liberal share of the profits in 
addition to a regular salary. 


Send for an application blank 
today if you recognize this as 
the opportunity you’ve been 
waiting for. 


HEALTH SPOT SHOE SHOPS, INC. 
INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 
















































































35 


























Manfield 


UF NORTHAMPTON, ENGLAND 





Presents 







AVIATION BOOTS 





Made in England by our 
master craftsmen and ac- 
cepted the world over as 
representing quality and 
merit. 










CARRIED IN STOCK 
AT OUR AMERICAN 
HEADQUARTERS 


MANFIELD 
& SONS 


325 Arch Street 
PHILADELPHIA, PA. 
















Send for stock catalog of 
Riding Boots, Jodhpurs, 
Field and Aviation Boots. 




































For Posting Your 
CEILING PRICES 
(also your selling prices) 
for EACH STOCK NUMBER 


on your 


CARTONS 
Hb nl x * * 
. 1 | You Thus Maintain a 
Visual and Factual 
Record for Official 
RECORD Checking Against 
Wholesale Invoices; 
handy for filing with 
your duplicate sales 























aoe slip. 
x * * 
: 50c per Gross 
ernment v $2.50 per 1000 
$6.75 per 3000 
— $11.25 per 5000 


Check with Order 
Unless C.O.D. Preferred 





Our 
a x * * 
MERCHANTS SERVICE DEPT. 
Actual Sise after 1” Top 209 S. State Street 
(gummed) Folds over Chicago, ll. 


Top Edge of Oarton. 
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Reports on Business 
In England 


New York—Stuart Whattoff, mana- 
ger of the Geo. E. Keith British Stores, 
Ltd., in England, writes interestingly 
of present conditions in that country. 
In London, he says, business was a 
little quieter during August, but he is 
looking forward to some improvement 
this Fall. 


STUART WHATTOFF 


“I feel I owe you a letter of thanks 
for the fine and complimentary write-up 
in the Boot AND SHOE RECORDER,” he 
writes. “Mr. Harold C. Keith (presi- 
dent of the Geo. E. Keith Company in 
Brockton, Mass.) sent me a copy of the 
RECORDER with the article in question.” 

“You will be interested to know that 
whereas in the early days of the war, 
advertising was substantially reduced, 
for some time now firms in all cate- 
gories of business have returned to ad- 
vertising as prominently as ever they 
did in those happy pre-war days. This 
is a good thing, as you will admit it 
is one of the most efficient ways of 
maintaining goodwill, regardless of re- 
strictions and shortages.” 

The RECORDER article to which Mr. 
Whattoff refers told about the Walk- 
Over stores in England doing business 
and showing steady gains in spite of 
the fact that seven of the ten stores 
had been damaged in one way or an- 
other by Nazi bombs, and with ration- 
ing and government restrictions on out- 
put and labor making replacement of 
stock difficult. 

It was pointed out then that the prob- 
lems of shoe dealers in this country did 
not look so formidable when compared 
with those faced by retailers in En- 
gland. They still don’t. 


Serves in War Department 


Cuicaco, ILt.—Earl Kribben, secre- 
tary-treasurer of Marshall Field & 
Company, began his duties in Wash- 
mgton, recently as technical advisor 
in the office of the chief of Ordnance, 
War Department. He is serving on 
leave-of absence from the company in 
4 civilian capacity, with duties which 
foncern the re-negotiation of con- 
tracts 
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Black Kid Bou- 
doir 8/8 Wing- 
foot Heel Riveted 
Steel Shank AA-EE 
2-10 $2.00 
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Black Kid Tie * 
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3501 
Biack Kid 1 
Strap 10/8 Wing- 
foot Heel Riveted 
Steel Shank AA-EE 
$2.25 


uP NOW $i, 


Je Je GROVER SHOE CO-e 


67 SOUTH ST., 





Mr. Kribben came to the company in 
1925, working in the wholesale division. 
He went to the Commonwealth Edison 
Company in 1932 as secretary to the 
late James Simpson, returning to 
Marshall Field & Company as secre- 
tary-treasurer in 1938. He lives in 
Winnetka. 


Shoe Man’s Train 


For Convention 


Boston, Mass.—Maxwell Field, ex- 
ecutive secretary of the New England 
Shoe and Leather Association, an- 
nounces that his association “has again 
organized a New England shoe men’s 
train to Chicago for the convenience of 
members of the trade who plan to 
attend the National Shoe Fair in 
Chicago, Nov. 2 to 5.” 

“The Boston & Albany R. R. and the 
New York Central System,” says the 
announcement, will operate this train, 
which will leave the South Station, Bos- 
ton, at 2:15 P.M. Saturday (Oct. 31) 
and is scheduled to arrive in Chicago, 
Sunday morning at 9:45, 

“A round-trip fare of $63.89 will 
apply to passengers on this train, in 
addition to Pullman fares. Savings will 
accrue to passengers as no charge will 
be made for excess baggage where the 
specially provided tag is used.” 

How to make reservations may be 
learned by addressing queries to Mr. 
Field at the association headquarters, 
210 Lincoln Street, Boston. 


BOSTON. MASS. 


Receive Army-Navy 
“E” Award 


Hupson, Mass.—Beckwith Mfg. Com- 
pany, here, in its subsidiary plant, Vic- 
tory Plastics Co., has been awarded the 
Army-Navy “E” in less than nine 
months operation. The plant is making 
scabbards for Army bayonets from 
plastics. 

In 1938 Edwin Beckwith and Charles 
Maclver, both of Beckwith Mfg. Co., 
discovered a process for converting 
plastic beads into lightweight, strong 
implements. At that time, they also 
found out that the Army was having 
trouble with the scabbards it was using, 
so they went to work on the plastic 
scabbard, sold the idea to the Army, 
and received their first order last Oc- 
tober. The Victory Plastics Company 
began production last February. 

The award was presented by Major 
R. D. Wilhite of the Boston Ordnance 
Department, U. S. A.; Lt. John H. 
Burke, U. S. N., presented lapel insig- 
nia for the employees. 


Heads Illinois Travelers 


CuicaGo, ILL.—Roland K. Lips has 
been elected president of the Illinois 
Shoe Travelers’ Association. This group 
recently held a special meeting for the 
purpose of making it more active than 
it has been in recent years. Paul 
Schmidt was elected secretary, and Car! 
Bruning, vice-president. 
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Workshoes 





STEEL TOE 
SAFETY SHOES 

and 
POPULAR PRICED 


GOODWILL SHOE 
COMPANY 
Hollistoa, Massachusetts 
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Bowling Shoes 


Se ee 


PROFESSIONAL 
BOWLING SHOES 
To retail at Combination soles 

. 95 Right foot 
$4.50 up. 








Rubber sole 
Rubber heel 
Left foot 
Leather sole 
Rubber heel 


Write for 
catalogue 


BROOKS SHOE MFG. CO. 
58th & Market Sts., Philadelphia 
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Moccasins 
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Men's, Boys’, Ladies’ 


$1.30 up 


18 Styles 
IN STOCK 


Send for NEW 
Catalog 







Style #6146 


ARNOFF SHOE CO.,INC., 101 Duane St., N.Y.C. 
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Women's Shoes 


EA 6 


Girdle 





© oes Patent-hi heel—open 
oe 


K 3455 Patent - continental 
Pu heel—open toe 
mp K 3456 Patent-hi heel — 


closed toe 

K 3494 Suede-hi heel—open 
toe 

NO SLIP®ING K 3495 Suede-cuban heel— 
open toe 

K 3496 Suede-hi 

No Gavong closed toe 

G 3484 Green crocodile-hi 
heel—open toe 


. 3484 Brown crocodile-hi 
heel—open toe 


R 3484 Red crocodile-hi heel 
—open toe 


$1.90 less 5% 30 days 
Widths AA te C 
Sizes 3% te 10 

Extra charge on small orders 


GROVES SHOE COMPANY 
311 West Monroe Street, Chicago, Illinois 
Write for folder 
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BELOW-KNEE.- 
HEIGHT HEAV 
BOOTS. (Type 3) 


THESE ARE THE 6 RATIONED TYPES 





t with or with- 
pj tn (Type 5) 





ABOVE-KNEE.- PACS, BOOTEES, HIP-HEIGHT 
HEIGHT “STORM AND WORK BOOTS. All hip, 
KING” BOOTS. SHOES, less than body, thigh, or sport- 
Below hip height. 10 inches high. ing ts. (Type 1) 

(Type 2) (Type 6) 


* 


The Following Kinds of Rubber Footwear Are NOT Rationed. 


Mén’s rubber boots and work shoes smaller than size six . . 
men’s overs (a leather boot with a rubber foot) .. . 
gaiters, work and dress rubbers . . . 
rubber work shoes, arctics, gaiters, and rubbers. 





BELOW-KNEE.- 
HEIGHT LIGHT 
BOOTS. (Type 4) 


. lumber- 
men’s arctics, 
women’s ard children’s boots, 














Army Buys Leather Taps 


Boston, Mass.—Contracts to supply 
the United States Army with nearly 
3,000,000 pairs of sole leather taps 
were awarded recently at the local 
Quartermaster Depot. The contracts, 
awarded in three lots—one of 1,197,- 
840 pairs; a second of 1,650,000, and a 
third of 50,000—were divided among 
17 cut sole manufacturers. Orders 
were placed, in addition, for 14,000 
pounds of uncut sole leather. 





Observe 30th Anniversary 


OAKLAND, CAL.—Peters' Brothers 
Shoe Company, with two shoe stores, 
one for men’s and one for women’s 
shoes, observed its 30th anniversary 
here recently. In honor of the occasion 
a modern, streamlined store front was 
installed in the women’s store. The 


front of the building was remodeled 
and relighted to brighten its appear- 
ance. An enameled steel front, fused 
with glass, has been built over a stucco 
facing, and new neon sign added. 

The Peters Brothers Shoe Company 
was founded in 1912. The Peters 
Brothers are still heading the firm, 
with C. E. Peters president of the 
women’s salon, O. W. Peters, vice 
president and secretary of both stores, 
E. L. Peters president of the men’s 
shop. 

Two years after its founding at 412 
12th Street, the store moved to larger 
quarters. The store’s reputation for 
quality dealing spread, and eleven 
years after the first move, it was neces- 
sary to move again. Thirteen years 
was the length of occupation in the 
third store, and again, two years 4g®, 
larger quarters were taken. The 
women’s salon opened in 1923 
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Southwestern Association 


Opens Clubrooms 


DALLAS, TEX. — The Southwestern 
Shoe Travelers’ Association has taken 
clubrooms in the Adolphus Hotel, here. 
The association will also maintain an 
office in that hotel. Dallas was select- 
ed for its geographical location, and it 
is hoped that the Southwestern travel- 
ers’ office will be a “clearing house of 
shoe ideas and a meeting place for all 
of the traveling shoe fraternity,” ac- 
cording to a letter by J. C. Simmons, 
president, to members of the associa- 
tion. 

This association is holding its seventh 
annual Spring Fashion Shoe Show at 
the Adolphus Hotel November 15, 16, 
17 and 18. Preceding the convening 
of the show, the association will hold 
its business meeting, Saturday, Novem- 
ber 14, 


George P. Mayer 


MILWAUKEE, W1s.—George P. Mayer, 
81, who with his father, the late Fred- 
erick Mayer, founded the old F. Mayer 
Boot & Shoe Co., died recently in a local 
hospital. Mr. Mayer was a native of 


Milwaukee and is survived by his wife, 
two sons, two daughters, three brothers 
and a sister. 
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C. F. Payton Captain 
In Air Force 


Des Moines, lowa—Charles F. Pay- 
ton, secretary and treasurer of the Iowa 
National Shoe Travelers’ Association, 
has been called into service. He has 













CHARLES F. PAYTON 





been commissioned a captain in the Air 
Force and will be stationed in the 
South. 

Captain Payton for the past nine 
years represented the Fortune and 
Davidson lines for General Shoe Corp. 
in Iowa and Nebraska. For the past 
four years, he has been an exception- 
ally hard worker for the association. 


Two-tones Sought at 
Chicago Showing 


CHIcAGO—With shoe retailers seek- 
ing to buy any available spectators, 
combination shoes, and colored play 
shoes the regular monthly shoe show 
of the Chicago Shoe Travelers’ Associa- 
tion held Sept. 28 and 29 at the Morri- 
son Hotel, drew one of the largest at- 
tendances on record. Retailers were 
interested in filling in their stock with 
available current shoes and also were 
seeking information on new styles. The 
interest, attendance, and amount of or- 
ders placed points to a most successful 
national show in November. 


Although spectator shoes were sought 


by nearly all in attendance, there were 
few to be had. All stocks of saddle 
shoes, bright colored and especially 
multi-colored play shoes, and bright 
colored house slippers were bought in 
abundance. 

Gabardine and patent combinations 
in pumps, step-ins, and sandals were 
bought in large quantities, the mer- 
chants looking to these for a good holi- 
day trade. Spat type pumps in both 
brown and black sold especially well 
and are also expected to be good holi- 
day items. 

There were a number of styles in the 
showrooms with hinged wooden soles, 
plastic composition and rope soles, 
and other priority-free adaptations. 
Although definitely in the novelty stage, 
all representatives showing patterns of 
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St. Louis Jobs 
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( CURRENT CANCELLATIONS \\ 
JOBS AND SAMPLES 
We are the largest distributors of top- 
grade current shoes from 15 of the lead- 
ing St. Louis factories 
AT-A-PRICE 
MEN’S — WOMEN’S — CHILDREN’S 
M. K. WEIL SHOE CO. 
\._ 1326 Washington Ave., St. Louis, Me. J 
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Men's Shoes 
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America’s BEST KNOWN SHOES 










Outstanding Fall Line . . 

Nationally Advertised . . 

Local Cooperative Advertising .. 

Adequate Markup . . 

Maintained Quality . . 

Efficient Stock Service . . 
Inquire regarding 

DOUGLAS FRANCHISE 
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this type placed good orders on them. 
A majority of the new pumps and dress 
type shoes shown were trimmed with 
plastic instead of leather bows and 
ornaments. 

The next regular monthly show will 
be held by the Chicago Shoe Travelers’ 
Association October 26 and 27. 
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eee MEN'S & BOYS’ WORK SHOES 


Shalit 


Honest Value 
In Boery Poie 
ROBERTS-HART, INC. 
KEENE, N. H. 
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Slippers 
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IN STOCK 


For Immediate Delivery 
Men’s Antiqued Elk Loafer Slippers; also Women’s 
and Children’s Sheep Wool Lined Bootees. All 
Slippers made on a Prewelt Process with Oak 
Leather Soles and Rubber Heels. 


NASHUA SLIPPER COMPANY 
LOWELL, MASS. 
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Bowling Shoes 
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$ ASCO 
90 BOWLING SHOES 
and OXFORDS 
up 20 STYLES IN STOCK 
IMMEDIATE DELIVERY 
All reg. combination soles 


Right foot rubber sole 
Left foot leather sole 


SEND FOR 
CATALOG 


ARNOFF SHOE CO.,INC., 101 Duane St., N.Y.C, 
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Shoe Dressings 
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CAVALIER POLISHES 


Sold THROUGH SHOE 
TRADE ONLY 


For Your Shoe 
Cleaning Problems 
VISIT THE 
CAVALIER Display 
Room 739, Hotel New Yorker 
SHOE MANUFACTURERS 
SPRING OPENING 

Oct. 18-19-20-21 


CAVALIER CO., Baltimore, Md. 


























New Officers for 
Sunray Shoe Co. 


Los ANGELES, CALIF.— The Sunray 
Shoe Co. has elected new officers fol- 
lowing the withdrawal of several mem- 
bers who have signed up with the 
country’s armed forces. The present 
set-up is: president, Sidney Tarnow- 
sky; treasurer and general manager, 
Sam Tarnowsky; secretary, Samuel 
Lipoff. Clarence Miller has been ap- 
pointed production manager, with Ruth 
Hamilton in charge of sales. 





Iowa Association 
Moves Headquarters 


Des Moines, Iowa—The Iowa Na- 
tional Shoe Travelers’ Association has 
moved its headquarters from the Cham- 
berlain Hotel, here, to the Hotel Fort 
Des Moines. The move was necessitat- 
ed by the taking over of the Chamber- 
lain by the WAAC, 

Reservations for the Spring Shoe 
Fair, to be held November 15, 16 and 





17 at Hotel Fort Des Moines are com- 
ing in to the headquarters. At the 
present writing, the number exceeds 
the total for the last Fair. 

The association has gone on record 
to have the Ration Board relax the 
four-gallon-a-week gasoline allotment 
to traveling salesmen, and has followed 
this up by letters to Iowa Congressmen 
and to various influential associations. 
The association feels that the 600,000 
traveling men who are affected by the 
gasoline allotment might do well to 
back them up in this undertaking. 





F. E. Blanchard 


CoLuMBUSs, OHIO0O—F rederick E. Blan- 
chard, owner of F. E. Blanchard Shoe 
Patterns, here, died recently of a heart 
ailment. Mr. Blanchard, who was 72, 
was born in Keene, N. H. He had been 
in the shoe pattern business for 50 
years and he established the Blanchard 
firm in Columbus in 1913. 

Survivors are his widow, two sons 
and a daughter, five grandchildren, a 
brother and a sister. 





Governor Greets Douglas Shoe Company 





Reading from left to right: Joseph Bartlett, president of W. L. Douglas Shoe Com- 
pany, Governor Saltonstall, Joseph H. Downey, Mayor of Brockton, and Charlies 
Ault, vice-president of the firm. 


BROCKTON, Mass.—Governor Salton- 
stall and Representative Richard B. 
Wigglesworth participated in the 
Minute Man flag raising ceremonies of 
the W. L. Douglas Shoe Co. in Brockton 
recently. The flag was presented to 
the firm by Dorothy Lamour, since 
more than 94 per cent of the firm’s 
nearly 1200 employees are purchasing 
War Bonds and Stamps regularly on the 
payroll savings plan. 

Harry R. Allen, long time employee 
of the firm and a member of the state 
racing commission, was master of cere- 
monies. Speakers included: Governor 





Saltonstall, Representative Wiggles- 
worth, Mayor Joseph H. Downey, 
Joseph Bartlett, president of the firm; 
John Conathan, general superintendent 
and Robert Burrill, chief steward. 

Honored guests on the speaker's 
platform were the oldest employees in 
service: Silas L. Howes, employed 62 
years; Eugene H. Thresher, employed 
60 years, half-brother of the late Gov- 
ernor William L. Douglas, founder of 
the firm; Bertha F. Edwards, employed 
49 years; Annie S. Moore, employed 46 
years, and Mary A. Murray, employed 
46 years. 
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Dates to Remember 


Monthly Shoe Show, Shoe Trav- 
elers’ Association of Chicago, 
Morrison Hotel, Chicago, IIl. 

October 26, 27, 1942 


Boston Conference on Distribu- 
tion, Hotel Statler, Boston, 
Mass. October 5, 6, 1942 


Annual Meeting of the Tanners’ 
Council of America, Waldorf- 
Astoria Hotel, New York, 

October 14, 15, 1942 


Shoe Manufacturers’ Spring Open- 
ing, Hotel New Yorker, New 


ork. 
October 18, 19, 20, 21, 1942 


Midwestern Shoe Travelers’ Con- 
vention, Paxton Hotel, Omaha, 


Nebraska. October 25, 26, 19142 


National Shoe Fair, Hotels Mor- 
rison, Palmer House and Sher- 
man, Chicago, Illinois. 

November 2, 3, 4, 5, 1942 


Michigan Annual Shoe Fair, De- 
troit, Michigan. 
November 8, 9, 10, 1942 





Northwestern Shoe Travelers’ As- | 
sociation convention, Radisson 
Hotel, Minneapolis, Minn. 

November 8, 9, 10, oa 

| 


Spring Shoe Show, Iowa National 
Shoe Travelers’ Association, 
Hotel Fort Des Moines, Des 
Moines, Iowa. 

November 15, 16, 17, 1942 


Style Show and Market Season, 
Southwestern Shoe Travelers’ 
Association, Adolphus Hotel, 
Dallas, Texas. 

November 15, 16, 17, 18, 1942 | 
| 


Annual Buyers’ Week and Style 
Show, Indiana Shoe Travelers’ 
Association, Claypool Hotel, In- 
dianapolis, Ind. 

November 29, 30, December 1, 1942 


Middle Atlantic Shoe Retailers’ As- | 
sociation Convention, Hotel Ben- 
jamin Franklin, Philadelphia, 

Pa. January 10, 11, 12, 1943 





Observe 50th Anniversary 


SHEBOYGAN, Wis.—The Jung Shoe 
Manufacturing Co. observed its 50th 
amfiversary here recently by present- 
ing each of its employees with a golden 
covered booklet containing $5 worth of 
War Stamps. The employees in turn 
gave Otto Jung, president of the com- 
pany, a golden plaque in memory of 
the occasion. Among those participat- 
ing in a banquet program marking the 
anniversary were Otto and Henry Jung, | 
founders of the company; Otto Jung, | 
Jr, and Edgar Jung, Adolph Mueller | 
and Mrs. Kathrine De Zoute of the of- | 
fice staff, and Clyde Bennett and S. B. | 
McCarthy, salesmen for the firm, which 
eres men’s and boy’s work 


| 
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How | helped my customer 


-and won ‘10, too! 


Winning situation submitted by: 
W. M. Ashe ... Bon Marche 


1. MY PEEVE is the customer with a big foot and a yen for dressy shoes, who 
stalls after you find the one pair in stock that fits her foot and flossy style ideas. 


2. WIN HER THIS WAY! Ease into a talk about Scuffless “Pyraheel”. . . explain how 
light it is . .. how it doesn’t dent or scuff. It's news. Right off, she'll make up 
her mind to take the only shoes you have in stock to fit her big foot. 





> Tell the walking world about Du Pont 
“Pyraheel” plastic heel covering. It can be used 
in place of leather heel coverings. It matches 
leather grains—gives rock-like wear—extra con- 
sumer appeal at no extra cost! Specify “Pyraheel.” 


ok fe 
Most makers use it. Any maker can. 
Seufflar “PRAKERL” 


is a plastic that replaces 

HERE'S HOW YOU WIN A $10 PRIZE leather heel coverings. 
Send in your customer problem and your winning answer ina It matches leather grains... 
set like the above. For every set used, Du Pont will pay $10. In resists souffs, scars, 
case two or more identical winners are submitted, the full cling, fadin F staining! 
amount of the prize will be paid to each . . .Write E. I. du Pont aerate s 
de Nemours & Co. (Inc.), Plastics Dept., Arlington, N. J. 


Suu flae’PYRAHEEL” 


eee mer ort 
REG. U. &. PAT. © 











BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


4! 











HELP WANTED 


POSITION WANTED 





WANTED TO PURCHASE 








ASSISTANT MANAGER, SALESMAN for 
high grade family shoe store near New 
York City; unusual opportunity for qualified 
man or woman. Address #666, care Boot & 
Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 


ANTED: Experienced Shoe Salesman and 

Window Dresser, prefer young man; popu- 
lar price Family Shoe Store near Elizabeth, 
New Jersey. Salary $40 per week. Address 
#668, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, N. Y. 


WANTED EXPERIENCED RETAIL SHOE 

SALESMAN to sell high-grade shoes in 
quality store. Wire or write stating experience, 
references and salary expected. PARLOR 
CITY SHOE COMPANY, 40 Court Street, 
Binghamton, New York. 











FOR SALE 


URROUGHS BOOKKEEPING MACHINE 

with motor, stand and table; in good condi- 
tion. No. 6-799733. A. FREEDMAN & 
SONS, INC., NEW BEDFORD, MASS. 


FOR Sale—Widow in town of 3,000 popula- 

tion in Michigan is offering for sale a 
profitable shoe business conducted by her late 
husband for the past 40 years. Buyer must 
purchase building with stock as she will not 
sell stock only. The only exclusive shoe store 
in town. Price $7,500 cash. Write or phone 
Ellis J. Bowler, Administrator, Durand, Mich. 











MANAGER WANTED 


ANAGER WANTED: For medium priced 

family shoe store middle west. Prefer 
married men between 30 and 50. Must have 
clean record. Salary and bonus. Address 
#664, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, N. Y 











Your Fall Promotions 
Have a Double Job 
[CONTINUED FROM PAGE 22] 


ing or general character references to 
rationing price control or quality which 
may affect the nation’s price or ration- 
ing program.’ 

Another problem faced by the pro- 
motion man is the curtailed budget— 
not so serious if you realize that small 
space ads can be effective, and inex- 
pensive displays can be dramatic. In 
your displays, look to the natural 
“props” around you. The Fifth Avenue 
stores freauently go to the country for 
hay, logs and other “props” to secure 
realism for their country shoe dis- 
plays. A couple of menus set off dinner 
shoes. Dance programs and a corsage 
and gloves give glamor to evening slip- 
A small piece of fabric with a 


pers. 





42 





SHOE MAN, 35, Tall, well built, neat dresser, 
executive ability; draft classification — 3-A; 
desires connection as Manager or Assistant. 


Adaptable, initiative, diversified experience 
Will travel. Address #669, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York, 
N. Y. 





LINE WANTED 


AGENCY WANTED: For Playshoes and 
Slippers by salesman in New York and 
New Jersey; well connected with department 
and chain stores. Address #667, care Boot & 
Shoe ee. 100 East 42nd Street, New 
York, 








BUSINESS OPPORTUNITY 


NUSUAL APPORTUNITY to purchase a 

family shoe store in a high grade town 
near New York City; no competition ; low over- 
head; excellent profit, Owner in Army. Ad- 
dress #665, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 








HOTELS 








GET A GOOD NIGHT'S 
FOR A GOOD DAY'S WORK 


IN ST. LOUIS 


SLEEP AT 
ilsennox 
HOTEL 


COMPLETELY AIR-CONDITIONED + RATES FROM $3.25 














CASH 


For Entire Stocks er Surplus Merchandise. 
This is a good time to dispose of them, 
We can use any quantity and pay the highest 
prices. 
CAMITTA SHOE COMPANY 
120 N. Fourth St., Philadelphia, Pa, 
Phene Lombard 2062 








BUYERS OF 


MAN ureert ory oo 2 eee 
URPLUS STO 
We buy for o- surplus or ee shoe stocks. 
Branded or unbranded. Generous prices. 
Write, wire or phone. 


BARSH & CEASAR 
19 N. Fourth St. Philadetphia, Pa. 
Phone Market 1606 








WEBUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 


Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 


tonians, Stetson, Red Cross, Nunn-Bush, Ete. 


IRVIN RUBIN 
“The House of Jobs’’ 
88 Reade St., Cer. Church 
Phone Barclay 7-7887 New York City 








SELL YOUR SURPLUS STOCKS 


to 
KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stocks of shoes from 
retailers, jobbers and manufacturers. 
Visit our new warehouses 
108-110 Duane Street, New York 
Phone: WOrth 2-5377 and 5378 and 5379 








SHOE STORES WANTED 
FOR CASH 
Men's, women’s, children’s shees retailing 





shoe tells a style and color coordina- 
tion story. Black tissue paper will 
dramatize the “tissue thin” suedes for 
Fall. It’s easy to dramatize “duty 
shoes” and contrast them with “beauty 
shoes” by using magazine pictures or 
photographs of women in work and in 
play costumes. The new harness or 
basting stitch can be used for the let- 
ters of show cards or display panels for 
stitched shoes. Ties and bows are easily 
featured with costumes that have simi- 
lar trimming, by use of sketches or 
fashion magazine illustrations. Color 
combinations are readily emphasized 
by setting the shoes on painted plaques 
or fabric covered panels. Shape the 
plaques to resemble Fall leaves, and 
use Fall leaves as the background re- 
lief. Large cut-out of spool wound in 
colored string with the end passed 
through a large cut-out needle em- 
phasizes stitching very effectively. 
For a background, a Fall colored 
wallpaper border, cut-out and mounted 


from $5.00 and up. Short term leases as- 
sumed. Write in confidence to 
A. L. BARIS, Pres. 
BARIS SHOE CO., INC. 
79-81 Reade St., New York 
Unusual references on request 

















on plain tan panels is inexpensive and 
effective. So are sheaves of grain. Or 
natural tree branches set in an upright 
group, and entwined with artificial or 
natural Fall leaves. 

A wooden wheel barrow filled with 
Fall leaves, with a rake beside it gives 
Fall atmosphere to a whole window. 
Color groups of shoes can be set in 
frames made of natural branches with- 
out their leaves. Place a white fan of 
pleated paper tied with a red ribbon 
against a blue panel sprinkled with sil- 
ver stars, for “evening shoes to wear 
when you dress your prettiest for that 
soldier boy of yours.” Highly polished 


or smartly antiqued suggests a simple 
card with shoes set to emphasize the 
contrast. 
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“We are not advertising because we have nothing to talk about,” 
said a shoe manufacturer recently to a Recorder representative. 


PLENTY 
TO 
TALK ABOUT 





NOTHING TO TALK ABOUT! 


GREAT SCOTT, MAN . . . was there ever a time when you had so much to talk 
about as right now, and was there ever a time when your customers and prospec- 
tive customers were as anxious to hear what you have got to talk about as 
right now? 


Your customers want to know about their sources of supply. 
And you're one of their sources. Something to talk about there. 


They want to know what kind of shoes you are going to offer them under Conservation 
Order M-217. 


Because they are the kind of shoes they have got to stock and sell. 
They want to know what materials these shoes will be made of. 


As those are the materials they must know, understand, and talk about to their 
customers. 


They want to know how and by whom they will be able to see your new lines. 


Because they realize that gas and rubber rationing is going to make it more difficult 
than ever before to show and move shoes. 


They want to know what your company is doing to help America and the Allied 
nations win the war. 


Because they, too, are patriotic and proud to handle shoes made by manufacturers 
who are also patriotic. 


These are just a few of the talking points that a manufacturer can make use of in 
making his advertising interesting, educational and productive. 


Every advertiser in our October 24th issue of the Recorder has a message to tell and 
will tell it well. 


To you, our readers, we commend these advertising pages to your careful study and 
consideration. 


For they represent the best there is in American shoemaking and all that goes into the 
making of American shoes. 
E. B. TERHUNE, 


President. 
October 24 BOOT AND SHOE RECORDER 
Concentrate-For-Victory Issue 
in Anticipation Of The National Shoe Fair 
Chicago, November 2, 3, 4, 5 
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STATEMENT OF THE OWNERSHIP, MAN- 
AGEMENT, CIRCULATION, ETC., REQUIRED 
BY THE ACTS OF CONGRESS OF AUGUST 24, 
1912, AND MARCH 3, 1933 


OF BOOT AND SHOE RECORDER, published 
weekly at Philadelphia, Pa.. for October 1, 1942. 
State of New York 
County of New York 


Before me, a Notary Public in and for the State 
and county aforesaid, personally appeared Everit 
B. Terhune, Sr., who, having been duly sworn 
according to law, deposes and says that he is the 
Business Manager of the BOOT AND SHOE 
RECORDER, and that the following is, to the best 
of his knowledge and bel'ef, a true statement of 
the ownership, management (and if a daily paper, 
the circulation), etc., of the aforesaid publicafion 
for the date shown in the above caption, required 
by the Act of August 24, 1912, as amended by 
the Act of March 3, 1933, embodied in section 
537, Postal Laws and Regulations, printed on the 
reverse of this form, to wit: 


88. 


1. That the names and addresses of the pub- 
lisher, editor, managing editor, and business man- 
agers are: Publisher, Chilton Company, Inc., 100 
E. 42nd Street, New York, N. Y¥.; Ed‘tor, Arthur 
D. Anderson, Genesee Trail, Harrison, N. Y.; 
Managing Editor, Raymond L. Fitzgerald, 9912 
Guilford St., Forest Hills, L. I., N. Y¥.; Business 
Managers, Everit B. Terhune, Sr., 160 East 48th 
St., New York, N. Y. 


2. That the owner is: (If owned by a corpora- 
tion, its name and address must be stated and also 
immediately thereunder the names and addresses 
of stockholders owning or holding one per cent or 
more of total amount of stock. If not owned by a 
corporation, the names and addresses of the in- 
dividual owners must be given. If owned by a 
firm, company. or other unincorporated concern, its 
name and address, as well as those of each in- 
dividual member, must be given.) Holders of more 
than 1 per cent of the capital stock outstanding of 
Chiiton Company: C. A. Musselman, 260 Sycan ore 
Avenue, Merion Station, Pa.; J. 8. Hildreth, York 
Lynne Manor Apts., City Line and Berwick Road, 
Overbrook, Phila., Pa.; G. H. Griffiths, 165 Mont- 
clair Avenue, Montclair, N. Y.; Charlotte M. Ter- 
hune, 160 E. 48th St., New York, N. Y¥.; John 
Blair Moffett, Fishers Road, Bryn Mawr, Pa.; 
Cc. 8S. Baur, 69-11 Yellowstone Blvd., Forest H Ils, 
N. Y.: J. H. Van Deventer, 12 Phi:lipse Place, 
Yonkers, N. Y.; Mrs. Beulah Fahrendorf, 19 Tun- 
stall Road, Scarsdale, N. ¥Y.: Mary M. Acton, 260 
Sycamore Avenue, Merion Station, Pa.; Mabel M. 
Musselman, 260 Syca ore Ave., Merion Stat'on, 
Pa.; Dorothy 8S. Johnson, 1327 N. 7reen- 
way Drive, Coral Gables, Fla.; Anne E. Tomlin- 
son, c/o Bankers Trust Company, P. O. Box 704 
Church Street Annex, New York, N. Y.; Ethel G. 
Breen. Trustee u/w of Charles W. Anderson, 51 
East 42nd S‘reet, New York, N. Y¥.—Beneficiaries: 
Robert C. Anderson, Percival E. Anderson, Charles 
W. Anderson, Jr., Annie L. Clark: John Blair 
Moffett, 1608 Walnut Street, Philadelph‘a, Pa.— 
Agent fer J. Howard Pew, J. N. Pew, Jr., Mabel 
P. Myrin, Mary Ethel Pew; Elizabeth J. Bailey 
and El'wool!t B. Chapman, Trustees Estate of 
James Artman, Deceased, 930 Real Estate Trust 
Building, Philadelphia, Pa.—Beneficiaries: Frank- 
lin Artman, Vera Watters, Alvin C. Artman, Eliza- 
beth J. Artman, Marion A. Pratt, George H. Pratt, 
by ass'gnment, Edwin Moll, by assignment; Fred- 
erick 8S. Sly, 149-40 35th Avenue, Flushing, L. I., 
ae A 


3. That the known bondholders, mortgagees, and 
othr security holders owning or holding 1 per cent 
or more of total amount of bonds, mortgages, or 
other securities are: (If there are none so state) 
NONE. 


4. That the two paragraphs next above, giving 
the names of the owners, stockholders, and security 
holders, if any, contain not only the list of stock- 
holders and security holders as they appear upon 
the books of the company but also, in cases where 
the stockholder or security holder appears upon 
the books of the company as trustee or in any 
other fiduciary relation, the name of the person 
or corporation for whom such trustee is acting, is 
given; also that the said two paragraphs contain 
statements embracing affiant’s full knowledge and 
belief as to the circumstances and conditions under 
which stockholders and security holders who do 
not appear upon the books of the company as 
trustees, ho'd stock and securities in a capacity 


other than that of a bona fide owner; and this | 


affiant has no reason to believe that any other 
person, association, or corporation has any interest 
direct. or indirect in the said stock, bonds, or 
other securities than as so stated by him. 


5. That the average number of copies of each 
issue of th‘'s publication sold or distributed, 
through the mails or otherwise, to paid subscribers 
during the twelve months preceding the date shown 
above is (This information is required from daily 


publications only). 
E. B. TERHUNE 
(Signature of business manager.) 
Sworn to and subscribed before me this 18th 
day of September, 1942. 
MAE A. GATZENMEIER, 
Notary Public, New York County, 


Clerk’s No. 36, Register’s No. 4G155. 
Commission expires March 30, 1944. 




















A Buying Guide 


TO ADVERTISERS IN THIS ISSUE 


ALLIED KID COMPANY, Boston, New York, Philadelphia 

ARNOFF SHOE CO., INC., New York City 

BARIS SHOE COMPANY, New York City 

BARSH & CEASAR, Philadelphia, Pa. 

BASS, G. H., & CO., Wilton, Me. 

BROOKS SHOE MFG. CO., Philadelphia, Pa. 

CAMBRIDGE RUBBER CO., Cambridge, Mass. 

CAMITTA SHOE COMPANY, Philadelphia, Pa. 

CAVALIER CO., Baltimore, Md. 

DEWEY & ALMY CHEMICAL CO., Cambridge, Mass. 

DOUGLAS, W. L., SHOE CO., Brockton, Mass. 

DREW, IRVING, CORPORATION, Lancaster, O. 

DU PONT, E. I., DE NEMOURS & CO., INC., Arlington, N. J. 

EVANS', L. B., SON COMPANY, Wakefield, Mass. Front Cover 
FLORSHEIM SHOE CO., Chicago, Ill. 

GILBERT SHOE COMPANY, Thiensville, Wis. 

GOODWILL SHOE CO., Holliston, Mass. 

GREEN SHOE MFG. CO., Boston, Mass. Back Cover 


GROVER, J. J.. SHOE CO., Boston, Mass. 7 


GROVES SHOE COMPANY, Chicago, Ill. 38 
HEALTH SPOT SHOE SHOPS, INC., Danville, Ill. 

HEYWOOD BOOT & SHOE CO., Worcester, Mass. 

HOOD RUBBER CO., INC., Watertown, Mass. 

HOTEL LENNOX, St. Louis, Mo. 

HUBSCHMAN, B., & SONS, INC., Philadelphia, Po. 

KIEFER, EDGAR S., TANNING CO., Grand Rapids, Mich. 

KIRSCH-BLACHER CO., INC., New York City 

MANFIELD & SONS, Philadelphia, Po. 

NASHUA SLIPPER CO., Lowell, Mass. 

NUNN-BUSH SHOE CO., Milwaukee, Wis. 

OHIO LEATHER CO., Girard, O. 

ROBERTS-HART, INC., Keene, N. H. 

RUBIN, IRVIN, New York City 

UNITED LAST COMPANY, Boston, Mass. 

UNITED SHOE MACHINERY CORP., Boston, Mass. 

WEIL, M. K., SHOE CO., St. Louis, Mo. 9 
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